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Progress Must Come by Labor Solutions 


ment, in industry and in human relations. Our 
great duty is to assure this progress, first, by con- 
structive effort, and second, by combating the de- 
structive, the reactionary and the unsound. 
Constructive effort means intelligent study and 
conscientious work. The drawing together of peoples 
in a league for peace must be duplicated in America 
by a mutual understanding and co-operation of its 
peoples for industrial peace and individual progress. 
Turn America upside-down, bolshevik-wise, and we 
have the same America upset and incapable of ful- 
filling its destiny of world inspiration, leadership and 
service. 
America’s war-record of accomplishment is an 


Ties world today stands for progress in Govern- 


assurance of the capacity of our people for progressive 
thought and constructive work in the period of re- 
adjustment to the new conditions of peace. True 
Americans of all extractions will not be led astray 
by reaction in its new Bolshevik dress; rather will 
they work for a progressive and better America, 
guiding its destiny and securing their lives, liberty 
and the pursuit of happiness, their industrial welfare 
and individual opportunity, through their elected 
representatives under the Constitution. 

The welfare of the workers is of the highest concern 
not only to themselves but to executives in business 
and industry and to those elected by the people to 
direct through legislation the activities of business. 

Bolshevism in America will not bear the light. Its 





insure preparedness. 


conomic conditions have never been better—yet there is unrest. If labor unrest con- 
tinues, is there not a possibility of sinister events? Therefore, forewarning is given to 
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You may ask—what is it to the retail shoe merchant in the discussion of labor problems? 
This and more, if factory center after factory center shuts up, where is he to get his shoes— 
not only in numbers of pairs but in grades and workmanship. It is not easy for a store to 
shift to new lines in mid-cutting-season. Some merchants have found that out in their rush 
to get covered in other centers because one center is now in difficulties. . 

What is more, dissatisfaction does not make for good workmanship—human resentment 
taken out on your shoes is not uncommon. 

What comes next—disorder in many lines of many industries and the country on the 
verge of dissipating its wonderful prospects for prosperity and peace. It is time for all 
men—employer, employee, public—to take counsel. 
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manifestations in centers of imported disaffection 
need only be analyzed to demonstrate its cynical 
character. In Russia we see the tragedy of autocracy 
succeeding autocracy, but the autocracy of the 
Bolshevik has no place in a government of the people, 
by the people, for the people. 

As Americans we believe that the press and public, 
business and industry, should energetically support 
American democratic laws and institutions, to correct 
the misinformed and bring the whole nation together 
in the paths of true progress. 





Taxes and Business 
\ YEAR ago, we published a series of articles 


on the general business subject of “‘Modern 

Taxation,’ endeavoring to give briefly a 
historic view of the processes of mind by which the 
world had arrived at its present mental attitude 
regarding taxation, the arguments which appeared 
to have weight with the public, and a view of possi- 
bilities as to the future. Prophecy is always a risky 
and ungrateful job; but the developments of the 
past year have shown the correctness of the views 
presented, in many aspects. 

In the first place, as to amount of tax-burdens 
upon business; the increase has been even beyond 
anticipations. The government expects to collect a 
total of something over six thousand millions of dol- 
lars, for the current year of 1919. That is to say, 
and average of $300 each will be levied upon the 
20,000,000 families which make up the nation, for 
the year’s war-bills and other expenses. 

The astounding totals of recent financing are be- 
yond the comprehension of any living man, except 
through some means of comparison. The figures 
go miles beyond anything ever known before—just 
as the physical developments of the war were beyond 
anything ever known or even imagined. More men 
have been slain than were ever before known to be 
engaged; and a single army, in the last year of the 
war, kept up an artillery barrage for three days, 
firing more than $20,000,000 worth of shells a day 
—using in a single hour many times as much am- 
munition as was used in the whole Revolution of 1776. 

So, as a comparison, we may note that the mere 
interest on the sums we have loaned the allied 
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governments, will amount to more than the whole 
expenses of runnnig our government, up to a few 
years ago, while our own expenditures were five 
times as much in one year as the entire Civil War cost. 

The only “saving grace” of the situation is that 
we have so “speeded up” all productive energies 
(except food producing) that we can make money 
faster, pay taxes faster, and pay off debts faster, by 
a big percentage, than we could have done in 1914. 
And it is to be noted that much of the vast amount 
which the world wasted, from 1914 to 1919, it had 
also produced during that period. The loss was not 
all of its previously stored up capital. 

But after making allowance for all the comforting 
theories and bits of philosophy that are possible 
and pertinent, the fact stands out that there are big 
debts to pay, that governmental expenditures are 
still on a high scale, very far beyond and above the 
pre-war period, and that there exists in political 
circles a strong disposition to resist a change back to 
economy, by hunting up new objects for which to 
spend public money. 

It is true that the war ended unexpectedly, with 
many expensive jobs underway, which could not at 
once be checked. True, also, that a vast amount 
of ‘‘back-water’ work has been done. None the less, 
there is a great deal more to be done, and lay-sermons 
on “Economy in Public Expenditures” will be 
needed. 

Warning was offered, in the articles of a year ago, 
of the growing disposition to lean upon the public 
treasury, and to thrust a hand into it for the direct 
benefit of favored groups or classes, under new 
“social uplift’”” schemes. This disposition grows by 
what it feeds upon; it would appear that the foremost 
thought in the minds of many of our law makers 
is how to devise some new plan for spending money, 
so as to count in vote-getting. 

As compared with a year ago, the situation might 
be thus summarized: 1. Taxes upon business and 
income are higher by almost double. 2. Future com- 
mitments render it likely that they will continue 
to be high for some years. 3. The demand that busi- 
ness restrictions be released, and business of all 
kinds once more placed in the hands of its owners 
and competent managers, is being complied with 
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reluctantly, in many instances. 4. The spending of 
public money in supposedly ‘popular’ ways is 
interesting state and city legislatures, as well as all 
the tribe of “uplift” thoerists, who are always amiably 
bent upon bettering somebody’s condition—at some- 
body else’s expense. 5. The burden of taxation is 
being felt much more heavily by business, as the effort 
is made to reach a peace footing. 

Continuing contracts will consume much. A billion 
dollars to pay the farmers the agreed bonus on the 
1919 wheat crop, and probably $750,000,000 for the 
railways, are two items which would have frightened 
the country out of its wits ten years ago. 

This program will present itself, in cities, if the 
general labor situation proves difficult; unemploy- 
ment will cause deep dips into public moneys, and 
an increase of tax burdens; the increased taxes will 
make business and capital uneasy, they will contract, 
and the unemployment will thereby be augmented; 
and who shall break the vicious circle of interacting 
cause and effect. 

The mind and conscience of the law-maker has 
much to do with the solution of our difficulties. If 
he can show a fearless regard for economic truth, and 
will base his action thereon, well and good. But 
if trucking cowardice or demagogic instinct leads 
him to seize the opportunity to work for popularity 
by what amounts to the moral aspect of bribery of 
the working classes, then it will not be so well. One 
of the great party organs said of a late senator: ““He 
cared very little for principles—but cared a great 
deal for majorities." There are many others. But 
it is to be remembered that the official must have a 
majority. else he docs not become an official; and 
charity must tinge all contemplation of the struggles 
of the. office-holder to adjust his conscience to the 
character and the demands of the voters behind 
him. He needs a soldier’s courage; and may many 
of them find it, and be honored for it, in these 
troublous days of recovery and resumption! 





Reciprocal Action on Personal and 
Business Efficiency 
HE word “efficiency” has been over-worked in the 
past few years; but it is just as good a word as 
ever, and the thing it signifies is as good as ever. 
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There may be occasional difficulty, however, in dis- 
tinguishing between the real and the imitation. 
This remark is prompted by the protest of a member 
of Congress against the national Bureau of Efficiency, 
which, according to its critic, fails to effish! 

He does credit it with having increased its own 
annual pay roll from $15,000 to more than $100,000, 
a form of efficiency toward which politicians are 
usually well-inclined. He says further that its opera- 
tions have come to be confined to the postal depart- 
ment; this particular portion of the governmental 
machine has not recently impressed itself very 
strongly on the popular mind as exemplifying any 
sort or form of efficiency. 

There is a certain inescapable moral quality in real 
efficiency. To be really efficient is to do things in 
the right way, because it is right. And no institution 
or business which is built up as an inhuman machine 
is genuinely efficient. As to this, regard the case 
of W. Hohenzollern, lately the world’s greatest con- 
tractor in cement work, ditch-digging, mining and 
blasting; he built up about the most inhuman ma- 
chine that was ever heard of; for a time, it worked 
well; but it was finally out-dug, out-built and out- 
blasted, and he is today a bankrupt—‘“‘somewhere in 
Holland!”’ 

The personal human element must be considered. 
And the shoe trade has been fortunate in having 
started early in the efficiency movement, with its 
ideals based upon Efficiency of Service to the Public, 
and Efficiency in Self-defense, as its main aims. It 
has shown good development in both details; and it 
was well prepared for the time of testing and trial 
which we have just passed through. It was prepared, 
not only financially and physically but morally. 

The value of this preparation has been clearly 
demonstrated, over and again, within the past months 
of stress and turmoil. 

The personal, human element must be regarded, in 
store and factory organization; the general disposition 
of modern employers is to grant that kind of recogni- 
tion; it remains for reciprocal action on the part of 
working forces to meet the bettered attitude and to 
act upon a “rule of reason,” in all relations. The 
greater efficiency thus generated will make better 
living for all, without exception. 
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THE EASTER SATURDAY “OPEN”? CAMPAIGN 
Massachusetts Merchants Act on April 19 Holiday 


The retail shoe merchants of Boston have been most active 
in endeavoring to make Easter Saturday, April 19, an open 
day for the sale of merchandise to the public despite the fact 
that that date has been long a local holiday celebrating 
Patriots’ Day. 

Under the direction of W. W. Willson and Henry Hagan, 
referendum blanks were carried by shoe men to everyone of 
the big stores in Boston and it is the hope of the committee 
that the result will be an open day on Ges sale of merchandise 
on Easter Saturday. 

It is the intention of the committee to ask for a Monday 
holiday following Easter and the charge is made that some 
forty-seven states enjoy a business Saturday denied to Boston 
and surrounding communities because of Patriots’ Day falling 
on April 19. 

Haverhill has voted to keep open and Worcester is to re- 
consider that subject. 


MORE WAR SHOES AWARDED 
Brisk Business with Quartermaster’s Department 


Washington, D. C., March 18.—The Army Quartermaster’s 
Department has announced the following awards: 

The George H. Snow Company will furnish 2,001 pairs of 
shoes at $7.05 per pair, totaling $14,107.06. 

The Plymouth Rubber Company will furnish 32,600 pairs 
of rubber boot heels at 22c per pair, totaling $7,172. 

The.R. H. Hoskins & Co. will furnish 675 pairs of Goodyear 
welt officers’ dress boots at $21.75 per pair, totaling $14,681.25. 

The George H. Snow Company will furnish 2,878 pairs of 
shoes at $7.05 per pair, totaling $20,289.90. 

Hanan & Son will furnish 2,105 pairs of Goodyear welt 
boots at $22.75 per pair, totaling $45,783.76. 

The Thomas G. Plant Company will furnish 6, 000 pairs of 
nurses’ shoes at $4.10 per pair, totaling $24,600. 

The E. E. Taylor Company will furnish 5,675 pairs of shoes 
at $6.64, totaling $37,682. 

The W. H. McElwain Company has been awarded contract 
for furnishing 157,000 pairs of Army shoes at $4.83 14 per pair. 

Charles P. Keighley, Vineland, N. J., has been awarded 
the contract by the Army Quartermaster Dept. for furnishing 
964 pairs of field shoes without sole taps at $6.60 per pair; 
5,733 pairs without sole taps at $6.60 and 25 pairs of field 
shoes with sole taps at $7.10 per pair, making a total of 
$44,377.70. 

The DeLuke Shoe Repairing Co., Hoboken, N. J., has been 
awarded the contract for repairing shoes as follows: whole 
sole and heel at $1.90 per pair; half sole and heel at $1.25 
per pair; sole only 95c per pair; heels only 25c per pair; 
welts 4c per inch over 3 inches. 





Business in Philippines 

S. A. Reich of Manila, P. I., will furnish 2,000 lbs. of 
American sole leather at $1.40 per lb., 2,000 Ibs. of American 
sole leather at $1.38 and 2,000 lbs. at $2.45, totaling $5,230. 

Riu Hermanos of Manila, P. I., will furnish 200 russet 
leather bags, 600 black leather bridles, 536 russet leather 
bridles, 4,000 black leather harnesses, 2,000 russet leather 
harness, 100 leather rigging, 200 leather skirting, 500 russet 
leather trace, 30 white thread saddlers, the whole totaling 
$13,085.36. 


BIG REPAIR CUSTOMER 
Conservation in Footwear Overseas 
Washington, D. C.—A total of 270,536 pairs of shoes were 
repaired by the Salvage forces with the American Expedition 


during the month of November, according to reports just 
received by the War Department. This was an increase of 


34,680 pairs over the number turned out during October, 


when 235,856 pairs were reclaimed. 

Among the many items recovered on the field during the 
month were some 666,000 pounds of rubber which is now en 
route to this country. This rubber, valued at approximately 
10 cents per pound, will be sold, bringing a revenue of $66,600. 


ROSENWASSER CASE THROWN OUT 
Court and Jury Disapprove Conspiracy Charge 


New York.—The charge of conspiracy to defraud the 
United States Government in a war contract by the Rosen- 
wasser Bros., has been thrown out of court in the Eastern 
district of New York. Some nineteen defendants, ranging 
from President Morris Rosenwasser to civilian Government 
inspectors, were discharged. 

The charge alleged was that skimping in patterns was done 
on Government owned cloth and was in relation to aviators’ 
coats. The case had nothing whatsoever to do with the shoe 
contracts of this concern. 


REPRESENTATIVE E. T. WRIGHT OPPOSES 


Bill to Stamp Export Shoes ‘*Made in Massachusetts, 
uw. 3. A.” 

Strong opposition to House Bill No. 1469, which provides 
that all goods manufactured in Massachusetts for export 
shall have marked on them “Made in Massachusetts, U. S. 
A.,”’ and which is now pending in the local Legislature, has 
developed among shoe and leather manufacturers here. 

In the opinion of this branch of Massachusetts industry, 
this proposed law, which on its face apparently is in the 
interest of the state, would in reality be a great detriment to 
the Massachusetts shoe trade which has many inter-state 


connections. 
The principal objections to the bill, as viewed by the shoe 
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men, are set forth in the following letter which was yesterday 
sent to Representative E. T. Wright, of Rockland, himself a 
prominent shoe manufacturer, by Secretary Thomas F. 
Anderson of the New England Shoe and Leather Association: 

‘“‘Our association notes with interest that you are opposing 
House Bill No. 1469, which provides that all goods manu- 
factured in Massachusetts for export shall have marked on 
them ‘“‘Made in Massachusetts, U. S. A.” 

‘‘We are glad to know that you have taken this stand on 
this proposed legislation, for while it may seem on the face 
of it ungracious and perhaps unpatriotic for the New England 
Shoe and Leather Association to be opposing such a measure, 
the hard, cold facts in the matter are that this bill, though 
undoubtedly well-intentioned, is nevertheless impracticable, 
if not actually unconstitutional, and in the opinion of mem- 
bers of our association who have written us will be a detriment 
rather than an aid to the export business of Massachusetts. 


YOUR CLAIMS MUST WAIT 

If You Have Losses on Parcel Post 
Washington, D. C.—Patrons of the parcel post service 
who have claims against the Government for loss, theft or 
damage of insured and C. O. D. shipments will have to wait 
for their money. This fact has been made known by the 
Postoffice Department which states it has no funds with 
which to pay indemnities for lost, rifled, and damaged in- 
sured and C. O. D. parcels of mailing for the present fiscal 
year, owing to the failure of Congress to pass the third 
deficiency appropriation bill. Postmasters have been in- 
structed to inform their patrons at the time claims are filed 
that, while the Department will continue to make adjust- 
ments and certification of claims for payment, the actual 
payment of such claims cannot be made until Congress 


provides the necessary funds. 








TANNERS TO MEET IN BOSTON 
Big Convention at Copley Plaza April 3 and 4 

The Spring Membership Meeting of the Tanners’ Council 
will be held in Boston on Thursday and Friday, April 3d and 
ith, at the Copley Plaza Hotel. 

A business program has been arranged for the occasion and 
there will be a great number of very important matters to be 
discussed pertaining to the welfare of the Council, as well as 
the tanning industry at large. There will be a number of 
noted speakers, stereopticon views, etc. 

Principal speakers of April 4 will be heard from. These 
include Dr. S. W. Stratton, Director of the United States 
Bureau of Standards, who will talk on the work of the Bureau 
and its relation to the leather industry; a prominent member 
of Congress will discuss the future tariff revision, and Van A. 
Wallin, the former president, will talk on the work of the 
Council. 


Three Concerns Only Bid on 250 Pairs 

Washington, D. C., March 18.—The Leather & Rubber 
Division of the War Department received only three bids 
yesterday for furnishing 250 pairs of officers’ boots as follows: 
Stetson Shoe Company, at $18.50 a pair; A. E. Nettleton 
Company, at $23.00; and Charles Cort, Inc., at $23.00. No 
awards will be made on these bids, but the boots will probably 
be purchased on the open market. 


TO ADJUST WAR CONTRACTS 
Major Byron to Meet Leather Men 


Washington, D. C., March 18.—Major Joseph C. Byron, 
chief of the Leather & Rubber Branch of the Quartermaster 
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Department will meet leather men to adjust indirect con- 
tracts on March 31 and April 1, 2 and 3 in Boston. 


COLOR CARD SELECTIONS FOR FALL 
Fashion in Footwear Colors Are Prominent 


The world, with the great war over at last, is working over- 
time to adjust itself to the normal. This is typically true of 
the shoe industry, for with War Boards a thing of the past, 
the ultimate lifting of color bans, and other various restric- 
tions, the shoe manufacturer is beginning to take his pre-war 
interest in the influences of fashion which naturally dominated 
his normal production. 

For the past year, fashion’s colors have received little of 
his concern—or we might say, sympathy for Uncle Sam had 
some very decided and outspoken opinions of his own on 
that subject. Now, however, fashion, style and fabric are 
beginning to attract their old-time attention, and the shoe 
industry will take a renewed interest in the new fashionable 
colors which The Textile Color Card Association has just 
issued to the trade in its latest supplement—the Fall 1919 
Color Card. 

The introduction of a novel feature this season is the in- 
clusion of ten colors woven in wool, which of course will be an 
especial guide to the wool manufacturer. In like manner, 
these colors will even better aid the shoe trade, as it is easier 
to visualize the color harmony between the shoe, especially 
the cloth top shoe, and the gaiter, when the fashionable 
shades to be used for woolen garments are actually shown in 
the woven fabric. 

Of these woolen colors, the four browns selected are ex- 
cellent. Elk and Nut are extremely smart and no doubt 
will be very popular. Etruscan and Morocco are browns of 
distinctively different type, both possessing a reddish tint, 
the latter resembling the color generally associated by the 
public to the well-known leather of that name. 

Kangaroo is the new Taupe shade. And there are three 
blues, France, Navy 3 and the novel and exceptionally at- 
tractive blue called Trooper, which ought, by the way, to 
find distinct favor. Then there are Cathedral, a dark purple, 
and Hemlock, a green. 

Of .the thirty-two silk shades appearing on the card, those 
most pertinent to the shoe interest are Peanut, Beech and 
Pelt, the new Castor shades. Bark and Liberia are dark 
browns, the latter resembling the Negro brown. Lava and 
Bat are the new additions to the Taupe family and are smart 
dress goods colors. 

The bright novelty shades are Louvain, Bruges and Ghent, 
new blues. Delphinium, Copenhagen and Denmark, all 
clear true blues, and France, a deep, bright shade which pre- 
ceeds Navy 2 and Navy 3. The greens resembling the sage 
green are Juniper and Spruce. Of the coppery Terra Cotta 
tones, Ember is the most vivid and novel. Then there are 
Cuba and Mahogany of different cast—and Persimmon, a 
trifle darker in tone than Henna, which is again included. 
Burnt Orange, the very brilliant glowing yellow, tops the list. 

Three reds are shown, Cardinal, Barberry and Oxblood, 
and three of the rose family, Dianthus, Pomegranate and 
Malaga, the last mentioned being a rich wine shade. Two 
very dark purples, Petunia and Grape, complete the list. 


First Annual Banquet of Thayer McNeil Company 

The first annual banquet of the Thayer McNeil Co. was 
held at the Hotel Thorndike, Tuesday evening, March 18. 
Major Carroll Swan was the principal speaker. Thomas Dreier, 
C. W. Pollock and J. F. McNeil also made short addresses. 
The salesmen of the company presented J. F. McNeil with a 
mahogany smoking set and humidor filled with cigars. 
Dancing followed the banquet. 








a] BELIEVE 
That labor and capital are partners, not enemies; their 
interests are common interests, not opposed; and 
neither can attain the fullest measure of prosperity at 
the expense of the other, but only in association with 
the other. 






5) BELIEVE 

That the purpose of industry is quite as much to ad- 
vance social well-being as material well-being and in 
the pursuit of that purpose the interests of the com- 
munity should be carefully considered, the well-being 
of the employees as respects living and working condi- 
tions should be fully guarded, management should be 
adequately recognized and capital should be justly 
compensated, and failure in any of these particulars 
means loss to all. 


BELIEVE 

That every man is entitled to an opportunity to earn a 
living, to fair wages, to reasonable hours of work and 
proper working conditions, to a decent home, to the 
opportunity to play, to learn to worship, and to love, 
as well as to toil, and the responsibility rests as heavily 
upon industry as upon government or society to see 
that these conditions and opportunities prevail. 


BELIEVE 

That industry, efficiency and initiative, wherever 
found should be encouraged and adequately rewarded 
and indolence, indifference and restriction of produc- 
tion should be discountenanced. 
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Creed adopted by four thousand American business men at Reconstruction Congress, held under auspices of Chamber of Commerce of United States 
hii of 
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BELIEVE 
That the provision of adequate means for uncovering 
! grievances and promptly adjusting them is of funda- 
mental importance to the successful conduct of in- 
dustry. 


BELIEVE 

That the most potent measure in bringing about indus- 
trial harmony and prosperity is adequate representation 
of the parties in interest; existing forms of represen- 
tation should be carefully studied and availed of in so 
far as they may be found to have merit and adaptable 
to the peculiar conditions in the various industries. 





BELIEVE 

| That the application of right principles never fails to 
| effect right relations; the letter killeth and the spirit 
maketh alive; forms are wholly secondary while atti- 
tude and spirit are all important, and only as the parties 
- in industry are animated by the spirit of fair play, justice 
to all and brotherhood, will any plans which they may 
mutually work out succeed. 






} BELIEVE 

That that man renders the greatest social service who 
i so co-operates in the organization of industry as to 
afford to the largest number of men the greatest oppor- 
tunity for self-development and the enjoyment by every 
man of those benefits which his own work adds to the 
wealth of civilization. 
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N last week’s leading editorial the ‘Recorder’? empha- 

sized the fact that the best thought of the employer must 

be given to the labor. problem, that factories are not 
machines, that they are instead human beings and that the 
thinking men in America view with alarm the continuance of 
old time strikes between employer and employee on debat- 
able questions that can be solved by arbitration. 

Opinions of big men in industry are valuable to a better 
study of the problem, for mark you well, the retail shoe mer- 
chant is as much interested in the Jabor problem as is the shoe 
manufacturer. On its successful and happy solution rests the 
question as to whether or no he gets an adequate supply of 
footwear for the needs of his customers and whether or no he 
gets a high standard of workmanship, contented customers 
and money in the cash drawer. Better times are coming by 








Boston Chamber of Commerce 


Obligations of the Manufacturer and the 
Worker to the Merchant and Through 
Him to the Public 


A Solution of Labor Difficulties the Imperative Problem of Today — Sinister 
Possibilities Unless Satisfactory Program Is Developed in Relations 
of Labor to Capital and Both to the Service of the Public 





a national study of the topics so well enunciated by the men 
we are quoting herewith. 

First and foremost, let us take John S. Kent in his address 
as president of the National Boot and Shoe Manufacturers’ 
Association last January. Mr. Kent thinks far in advance 
and his prophecy three months ago is exactly applicable 
today. 


A Real Chamber of Commerce 


The ‘“Recorder’’ is happy in the opportunity given itZto 
compliment the Boston Chamber of Commerce for a broad 
minded symposium of the labor situation in its capital and 
labor number of “Current Affairs,’’ issued March 17. It is 
both right and fitting that big commercial organizations 
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throughout the country should now give keen thought as to 
the responsibility of capital through labor. 

In our last week’s editorial we urged the calling of a Spring 
convention on the subject of ‘“Labor,’’ and the following 
articles bear well upon that prime necessity: 


OPEN DIPLOMACY NEEDED 
By JOHN S. KENT, M. A. Packard Co. 
“Tt is a time for open diplomacy and employer and em- 


ployee should recognize their strength as allies and their 


“that$ what’ underneath 
the high prices you pay!” 





QA 


weakness as antagonists. We must recognize the interde- 
pendence of capital and labor and we must discuss the prob- 
lems that arise openly, fearlessly and frankly. We must ac- 
cept the doctrine that the manufacturer and the workman 
are really partners in industry and that each is doing what he 
can do best for the benefit of the business and the prosperity 
of all concerned. When we all firmly believe in this theory 
most of our difficulties will disappear. When the workman 
realizes there will be no limit to earnings provided there is no 
limit to effort and when the industrial slacker in peace is 
looked upon as unfavorably as the man who refuses to do his 
duty in war, then high wages will not prove a menace to 
business development or industrial prosperity. — 


The Temper of the Times 

**The law of supply and demand will regulate the 
price of materials and thus raise or lower the price of 
footwear, but the temper of the times will not permit 
the lowering of wages below what 
is required to maintain the health, 
comfort and happiness of the Ameri- 
can workingman, and, as the laborer 
is worthy of his hire, so is the em- 
ployer entitled to a just and proper 
compensation for the conduct of 
business. The only limit to wages is 
limited production and the bounds 
set by foreign competition. The 
danger of excess profits disappears 
when we consider the fact that 
the shoe industry is the freest field 
in American business enterprises 
and its hundreds of independent, 
active and intelligent competitors 
provide the safest and _ surest 
protection to the rights of consumers and the public 
and insure the limitation of profits to a reasonable 
percentage of the price of the product.”’ 








The Worker’s Opportunity in Life 


Henry P. Kendall, chairman of the Committee on Indus- 
trial Relations, Chamber of Commerce of the United States, 
said: 
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‘“Are not the demands for shop committees, representa- 
tion in management, collective bargaining all evidences of 
the aspirations of the workers to have a voice in the condi- 
tions of employment which intimately affect them? Is not 
the -idea gaining foothold that the worker’s job is his one 
opportunity in life which fills the same place in his life that 
the proprietor’s business opportunity does for him? 


“They wish to see industrial disputes lifted from the 
back alley fight with brickbats to a forum where the rule of 
reason may prevail. . 

“There are two main approaches to 
the state of affairs which we would 
gladly see. One leads to the removal 
— of many of the causes of industrial un- 

9 rest; the other, to a constructive plan 
for determining in advance wages, hours, 
pf conditions of work, shop standards, and 
with it the supplementary machinery 
for interpreting such standards and the 
processes for arbitrating and adjudicat- 
ing disputes. 






es | 


To Remove Unrest 


“Consider first the removal of 
many of the causes of unrest with- 
in the control of industry itself. Sound industrial man- 
agement, I believe, should provide as a distinct and respon- 
sible function of management the supervision of the interests 
of the employees. There should be a man trained to super- 
vise the people and their relations to the company, an em- 
ployment manager, labor director or head of the personnel, 
whatever he might be called. 

“Through such a man should be secured proper working 
conditions such as cleanliness, sanitation, ventilation, em- 
ployment, discipline, discharge, the training of workers, 
transfers and promotions, care of the health and prevention 
of disease. He should be primarily the one in the manage- 
ment sensitive to the grievances and the aspirations of the 
workers.” 


“TOO BUSY’ BUSINESS MAN 
By EDWARD A. FILENE, Merchant 


“The trouble is that the average business man today is 


G 











ics changes his Zptare, 2 it’s about 
can expect “ 


often too busy to get the facts. Even some of the matters 
directly involving the welfare, commercial and social, of his 
own plant fail to receive the attention he wishes to give them. 
While as for some of the broader developments lying farther 
afield, such as the remarkable growth of shop and works 
committees in England, he is likely to feel baffled of all 
opportunity to give them adequate study. 


“There are forces operative today, however, that almost 
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compel us to take time for study, whether or no we have it to 
spend. The power of organized labor—even in its familiar 
form as a movement economic in character—has been vastly 
increased during the war. With this growth of power, has 
labor’s sense of responsibility grown, as it should, correspond- 
ingly? On the whole, the answer stands in the negative. 
Industrial unrest appears unabated. Strife and strikes still 
go forward,—for good causes and bad causes. 

“It is for business men and manufacturers to consider 
whether we shall develop honest means of linking that power 
to-a clear sense of responsibility or whether we shall aggravate 
the radical force of that power by refusing to it all applica- 
tions in a natural partnership.” 


THE MENACE OF UNTRIED AND DANGEROUS 
THEORIES 
By LOUIS A. COOLIDGE, Treasurer 
United Shoe Machinery Co. 


“The problem of our new day is the old problem, work and 
wages, constant employment for labor and profitable employ- 
ment for capital. In their essence capital and labor are one, 


“ie'U never take 


and still some folks persist in using this method ! : 


the exercise of human energy in the arts of civilization; for 
labor is energy applied to production and capital is labor 
accumulated and stored in its most economic form,whether 
it be in the keeping of the hands that toil, or the brain that 
thinks. They stand or fall together; their fate and fortune 
are inseparable; the hand unguided by the brain is nerveless; 
the brain unhelped by the hand is sterile; but working to- 
gether in harmony and peace they keep the world marching 
onward and upward. 

‘*Each must recognize the usefulness of the other and accord 
to each its place and value in the industrial order. 


Secret of Success 


‘This we must not forget. The seeret of American success 
in every department of our human activities has lain in our 
faith in the value of individualism, in the freedom of the man 
to develop his best unhampered; and with that individualism 
experience and circumstance have taught us the value of the 
co-operation of one individual with another in the same line 
of endeavor, for the purpose of securing the strength of effort 
and harmony of action that lead to successful common ends. 

‘‘America has learned that individualism, not communism 
or socialism, is stimulative of the best in man; it has found 
strength in the free unity of free individualities; and has 
realized that when this voluntary association for some com- 
mon purpose is subordinated to compulsory organization 
dominated by the State, demoralization, inefficiency and 
waste are the inevitable consequences. 

“The voluntary association of men engaged in any particu- 
lar enterprise or industry is the union of the best minds acting 
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interdependently to secure the greatest good in their common 
activity. Initiative is fostered, skill is developed and a sane 
fraternity is cultivated because the rewards of the success 
achieved are to be divided among the units of the association 
in accordance with their individual worth and usefulness. In 
such associations the talents of the individual are given free 
play for the common good; but individual enthusiasms and 
pet theories are tempered and kept within practical limits by 
the counsels and decisions of the more prudent units. 

“No matter how free and benevolent a government may 
be it is unfitted by the nature of its organization and the 
methods of its creation to do economically and efficiently the 
work that the trained men of any special industrial organiza- 
tion are associated to do. 


State Socialism 


“State Socialism, so glibly discussed today by the theorists 
of America, is an evil that must be combatted strenuously 
if the free land we live in is to be kept from degenerating into 
a society where the workers are machines and drones masters, 
where the parasites are in power and the people are enslaved, 

where talent is tabooed and initiative 
is banned, where happiness is ban- 
ished and freedom is unknown. 


Capital and Labor 


“Capital and labor must work hand 
in hand. They must realize that in the 
thorough humanization of their rela- 
tions, a fine understanding of their 
mutual responsibilities and duties in a 
common cause, and the service they 
owe each other and the public they 
serve, they will find the road that leads 
to industrial peace and prosperity and 
to conditions that make for a strong, 
reliant, contented Nationhood.”’ 


WAGES AND PRICES 


By CHARLES H. JONES 
President, Commonwealth Shoe and Leather Co. 


‘“*Many thoughtful people realize that the cost of living is 
nothing but the rates of wages. In other words, they are 
practically identical, and the one cannot go up or down 
without the other moving in a corresponding direction. If 
this point can be established and made perfectly clear, it will 
perhaps help us to see the way out of what is difficult in the 
present situation. 

‘Let us consider the cost of the materials such as clothing 
and shoes which enter largely into the cost of living, and see 
of what this cost is made up. It may perhaps be roughly 
computed by dividing the selling price into its three con- 
stituent parts, the cost of labor, the cost of material and the 
profit. To take an illustration from the shoe business with 
which I am familiar, will say that the proportion of the cost 
of a shoe represented by wages paid directly to ‘labor’ will 
vary in the different grades from 20 to 30 per cent; what are 
called ‘materials,’ from 60 to 70 per cent. 

“It is obvious that the part of the cost chargeable to labor 
is represented by the wages paid to those who performed the 
various operations necessary in the construction of the shoes. 


Percentage of Labor 
““When we frankly consider these points, we are forced to 
agree with-a well known automobile manufacturer, who 
stated in a recent address that ‘over ninety per cent of the 
cost of anything is labor.’ ”’ 
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Better Merchandising Through Merchant Betterment 
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Minnesota Shoe Retailers’ Association 


Convention 


Hold Big Session at St. Paul---A Full Score of Timely Topics on Merchandis- 
ing---Minneapolis Next Convention City 


by far the largest group that. ever attended a meet- 

ing of representative shoe men, closed a three days’ 
session March 19. Charles Deppe, president of the. Minne- 
sota Shoe Retailers’ Association, presided. Hotel Ryan, 
St. Paul, was the scene of the gathering. 

This Association has grown from a small acorn planted 
three years ago to a big, inspiring oak, until now it is one 
of the strongest and most influential of any State association. 

The reading of the minutes and the secretary’s report 
were met with a vote of appreciation and thanks by all 


4 VHE Minnesota Shoe Retailers’ Association Convention, 
. 


members. 

Following the community singing, which was led by W. W. 
Norton, Mayor Larry Hodgson of St. Paul threw open wide 
the portals of the city, with some pertinent remarks on 
patriotism and get-together spirit, after which the appoint- 
ment of nominations, resolutions and conference committees 
was made. 

Geo. E. Pierce Relates History 

At the afternoon session George E. Pierce, ex-president of 
the Minnesota Shoe Retailers’ Association,. was introducéd 
as “the man who did more than anybody else to make the 
association the success that it now is.’”’ Mr. Pierce spoke 
about the history of the association and the fine work 
accomplished. 

Mr. Pierce was followed by E. C. Hensel, advertising man- 
ager of the Foot, Schulze Co. of St. Paul. Mr. Hensel spoke 
on ‘Advertising—The Right Way,” and said: “Retail 
shoe advertising to be right and effective must be sincere. 
It must present merchandise correctly and honestly. No such 
thing as patent medicine advertising can be applied to the 
shoe business. Talk about styles, fitting qualities, store 
service, customer appreciation, but no bunk about price 
slashing, underselling, or lease losing, that not only is over- 
looked by a calculating public but degrades the high standard 
of the shoe business.” 


Prices Must Remain High 

“Prices of shoes must remain high and merchants can buy 
with confidence and assurance that they are protecting 
themselves against a rising market if they buy naw, because 
of .the peculiar condition of the hide industry and the 
advancing price of leather,’”’ said Chas. Patterson, treasurer 
of the Patterson Shoe Co., St. Paul. 

A buffet luncheon was given in the Marquette Room of 
Hotel Ryan at 6:30 P. M., Monday evening, March 17. 
This was followed by a “Jazz Frolic” and there was “‘some- 
thing doing’ every minute. 

The morning session of Tuesday, March 18, was post- 
poned until the afternoon so as to give the members an 
opportunity to examine the displays. 


The afternoon session started at 2:30 P. M., with com- 
munity singing led by Ed Hedman. 


Benefit of Co-operation 


“The Benefit of Co-operation” was the next feature on 
the program, which address was given by E. M. McMahon, 
general secretary of the St. Paul Commercial Association. 
Co-operation, as outlined by Mr. McMahon, means more 
than getting together. It means working together—work- 
ing together for the common good of everybody concerned 
—working together between employer and employee— 
working together between men in the same line of business. 
When shoe merchants co-operate it means the proper ex- 
changing of credit information, lowering costs of doing 
business, improving buying spirit of the community and 
giving buyers more for their money. 

Mr. McMahon said, “The spirit of co-operation between 
manufacturer or wholesaler and shoe dealer does not end 
with the making of sale, but the manufacturer or whole- 
saler owes the merchant a higher obligation by being 
interested in the shoes while on the shelf, or in the stock 
of the merchant, until they are actually bought by the 
consumer. 

“Co-operation in an association means when you get back 
home to call together all merchants in your town who failed 
to attend the convention—tell them honestly all they missed 
—what great benefit you derived from the exchange of views 
and the opinions of hundreds of other merchants in the 
same line of ‘business. Those who failed to attend soon will 
recognize their weakness and fall into line with all the rest 
of you thriving, up-to-date shoe merchants.” 


Good Fitting of Work Shoes Necessary 

A. C. Jones, sales manager of the Thompson Smith Shoe 
Co., St. Paul, made a very interesting talk on “‘Work Shoes 
and Skating Shoes.”” Mr. Jones said, ‘While you think of 
work shoes as something sturdy, made of heavy soles and 
strong uppers, you must consider that just as much science 
nowadays is required in perfecting their fitting qualities 
as is needed in the construction of any other shoes. The 
development of work shoes is too far advanced to overlook 
proper fitting. The;class of men who wear this type of shoe 
usually do so under conditions. in which good fit forms a 
delicate and important factor, more so than service and 
wear.” 

Mr. Jones was followed on the program by Otto Nelson, 
vice-president of the First National Bank of St. Paul, who 
gave interesting facts and statistics on ‘‘Financing Business 
in the After-War Period.” 

The meeting adjourned at four o’clock, from which time 
until 6:30 P.M. the members inspected various lines of 
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Convention at Des Moines—Iowa Shoe Dealers’ Association 


exhibits on display. The exhibits formed an important 
part of the convention, totaling one hundred fifteen and 
including shoes and accessories of great variety. 


Trim Your Windows to Sell Shoes 


A banquet was given at 6:30 P. M. in the Palm Room 
of the St. Paul Hotel, Tuesday evening. Charles Patterson 
was the toastmaster. The speakers of the evening were Pro- 
fessor R. R. Price of the University of Minnesota, who 
spoke on “Opportunity;’”’ J. W. Fiske, general manager of 
Bannons, warned the merchants to watch the weak spots 
—weak spots in advertising. Mr. Fiske said to write common 
sense instead of literature, trim windows to sell shoes and 
attract customers instead of pleasing wife’s fancy; eliminate 
weak spots in buying. 

“Train your clerks to present merchandise right,’”’ Mr. 
Fiske continued. ‘“‘Teach them to take the customer’s shoe 
with them when picking out a new pair so that the customer 
can’t walk out of the store. Teach him to size up the 
foot right by feeling it and carefully looking it over so that 
the customer will get the impression that your clerks know 
their business and by doing so he can bring back the right 
shoes the first time. The last impressions are the easiest 
and longest remembered, so be sure to leave the customer 
in a pleasant and satisfied mood.” 


**Sunshine of Life”’’ . 


“Sunshine of Life’ was a beautiful poetic description of 
happiness delivered by Geo. M. Posey, representative of 
the Union Shoe Co., Chillicothe, Ohio. 

The evening program ended with a laughable and fitting 
play called ‘‘In a Boot Shop,”’ a complete act loaned by the 
Orpheum Theatre, which depicted the trials and tribula- 
tions of the average shoe clerk. 

The program ended with the singing of “America.” 


THE WEDNESDAY MORNING SESSION 


The Wednesday morning session was opened with a dis- 
cussion of merchandising, broken and discontinued lines. 
Charles A. Kilbourne of the Dayton Dry Goods Co., Minne- 
apolis, Minn., led the discussion. Mr. Kilbourne said: ‘Your 
profits lie in your broken lines. Your ability to dispose of 
them profitably depends upon how you go about it. Broken 
lines are the accumulations of mistakes in buying. We all 
make mistakes in buying, but turning these mistakes into 
cash at a profit is what we are all after. To avoid mistakes, 
buy carefully; buy what your trade wants by mingling with 
your salesforce and finding out the requirements of your 
trade. Be on the floor as much as possible and learn the opin- 


ions of your customers. Keep posted on styles and stock 
records. Ask clerks what customers are demanding and how 
you are meeting these demands. 


Salesmen Give You Reliable Tips 


“Traveling men always give good suggestions and can 
assist you in buying. They know what is wanted six to eight 
weeks ahead. Never fail to converse with dependable sales- 
men, for they can give you reliable tips. Short lines are due 
to eagerness to fit extreme sizes. Don’t attempt to fit small 
sizes in all styles. By carrying a few staple colors in black, 
brown and gray in Louis or Cuban heels, from sizes 2 to 8, 
you can satisfy the small size trade and avoid broken lines. 
High prices of shoes make it impossible to handle small size 
novelties properly. 


Avoid Duplicate Buying 
“Another thing to prevent the accumulation of broken 
lines is overbuying. Avoid duplicate buying. Too many 
merchants buy too many runs of the same styles. We sell 
broken and discontinued lines by dividing them into classes. 
We put black shoes into one class and colors into another. 
We sell by putting them on the counter in a prominent sec- 
tion of the store; by holding clearance sales and giving 
PM’s. 
Always Be Open To Buy 
‘Look at all new things that appear, so you can keep your 
stock fresh by adding three or four novelties continuously. 
Teach your clerks to put things back into boxes immediately, 
so as to avoid their getting shopworn. Keep your novelties 
in prominent section of the store and relegate staples to a 
remote corner. Staples will sell anywhere. Keep your stock 
systematized. Put your black shoes together, put your brown 
shoes together and your white shoes together—keep your 
sizes so that shoes will be easier to find and easier to sell.”’ 


Buying in the Market vs. Buying at Home 

‘Buying in the Market versus Buying at Home,” was the 
next subject. This was ably handled by George E. Roth of 
L. S. Donaldson, Minneapolis. Mr. Roth said: ‘‘While 
styles are the dominating factor today, staples comprise 50 
per cent of the merchants’ business and are the easiest to 
handle. In buying staples merchants need not travel thou- 
sands of miles to do buying at the factory; they can buy at 
home by watching records and seeing salesmen. Novelties, 
too, can be bought at home just as effectively, because you 
have today’s records and the records of other seasons for 
reference. You have your salesmen to confer with, who are 
valuable aids in helping you to buy right. You have your 
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Convention at Indianapolis, Ind.—Indiana Retail Shoe Dealers’ Association 


stock clerk and, most important of all, you have your travel- 
ing salesmen. 


Buy Now To Insure Early Deliveries 


“Traveling men are the barometers of future selling and 
style. Get their confidence and you have an index as to what 
will be good sellers for Fall. Buy 40 to 65 per cent of your next 
season’s needs right, now and buy at home. Buy your staples 
through the service of the United States mail and get your 
novelties from traveling salesmen. I advise buying now to 
insure early delivery. Keep some reserve money for picking 
up new styles that may come up later in the season.” 


Unusual Interest in Lines Displayed 


’ 


“Rubber Boot Construction,” was the subject of an in- 
structive demonstration and the putting together of different 
parts of two styles of boots. This demonstration was made 
by Thomas Dollings of the United States Rubber Company, 
who made a special trip from the Eastern factory. This 
ended the morning session, which didn’t commence until 
11 o’clock on account of the unusual interest of members in 
the lines on display and the difficulty in getting them away 
from the exhibits. The absence of Secretary H. F. Mont- 
gomery, who was called home to Rochester Tuesday after- 
noon, on account of sickness in his family, was much regretted. 
George A. Roth acted as secretary pro tem. 


THE WEDNESDAY AFTERNOON SESSION 


A sad note entered the opening of the Wednesday afternoon 
session by the reading of a telegram from Secretary H. F. 
Montgomery, notifying the association of the death of his 


sister. A motion was made to send Mr. Montgomery a 
message of condolence. 


Big Business Possibilities Presented 

There was a spirited presentation of great business possi- 
bilities this season in Minneapolis. This was made by George 
J. Nichols, chairman of the Education Commission of the 
National Shoe Travelers’ Association. He said: ‘““‘Buy your 
shoes now and buy enough. The present prices are based on 
stock and materials now on hand in factories. When these 
are exhausted and manufacturers buy more leather, you will 
have to pay higher prices. Styles and colors in shoes will be 
limitless. This is an era of fancy and snappy apparel, par- 
ticularly in the Northwest, where everything is prosperous. 
People have money and are spending it liberally for desirable 
shoes. Buy your shoes now for early Fall delivery and be 
prepared to show your customers shoes for which they are 
looking.” 

News From the Round Table 

A round table discussion followed, after which an election 

of officers was held with the following results: 


Officers Elected 

President, Charles Deppe, Duluth, re-elected; first vice- 
president, George Roth, Minneapolis; second -vice-president, 
Charles Rollins, St. Paul; secretary, H. F. Montgomery, 
Rochester, re-elected; treasurer, Otto Wieseke, Minneapolis. 
Directors: George A. Pierce, M. J. Buckwheat, Hugo Herr- 
man, F. M. McNeil, Charles A. Kilbourne, Walter Peterson, 
Charles Barden, Mark Nobis and Paul Holmes. 

Minneapolis was decided upon as the convention city for 
1920. 


Seventh Annual Convention of Kansas 
Shoe Retailers’ Association 


Largest Registration in the History of the Association---Round Table Discus- 
sions an Important Feature---Events of the Big National Convention 
at St. Louis Reviewed---1919 Officers Elected 


HE Kansas Shoe Retailers’ Association closed a two 
days’ convention on Tuesday, March 18, with a 
registration the largest in the history of the associa- 

tion. This convention was held at the Hotel Baltimore, 
Kansas City. 

President W. T. Orr was the presiding officer and called 
the Monday, March 17, session to order at eleven o’clock. 
The invocation was given by the Reverend Geo. P. Bailey, 


E. M. Clendennin, assistant president of the Chamber of 
Commerce, gave the address of welcome. 
’ Mr. Clendennin related his experience as a shoe clerk and 
later as a shoe merchant. He congratulated the association 
on its growth and spirit. He said that he was glad they came 
across the line for the convention, 

The president’s address showed that the activities of the 
association during the year had resulted in much good to the 
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individual member but that the association was handicapped 
by the lack of funds. His report also showed that the asso- 
iciation is growing and is on the road to greater achievements 


Field-Secretary Sloane Tells How Merchants Can Get 
Their Money’s Worth : 

The address of the morning session was delivered by A. F. 
Sloane, field-secretary of the National Shoe Retailers’ Asso- 
ciation. Field-Secretary Sloane said that he was born and 
reared in Kansas, had suffered with chills and fevers, had 
fought grass hoppers, clinch bugs and cut worms, but was 
glad to get back and meet the Kansas Retailers and see the 
prosperity and happiness that has come to the shoe merchants 
of the “Sun Flower State.”’” He assured the merchants that 
the only way they could get their money’s worth out of the 
convention was to put more into it than the membership fee. 
in other words, to put some of themselves into it. 

Mr. Sloane intimated that the packers and large tanners 
had been guilty of manipulating the market on hides. He 
related an incident of a shoe manufacturer who said that he 


A. R. SPRINGER, Topeka 
Secretary-Treasurer Kansas Shoe Retailers’ 
Association 


could not depend upon country hides to supply his tannery, 
since, if the supply of country hides ran short, the packers 
would not sell him hides. The manufacturer referred to, 
operated his own tannery in the face of such conditions. 
‘The retail world has a right to doubt the existence of the law 
of supply and demand,” said Mr. Sloane, “I can see no just 
cause for the present high price of domestic leather. I urged 
the merchants to buy now up to sixty per cent of the antici- 
pated needs as prices will probably go higher. 


At the Round Table 

The convention resolved itself into round table discussion, 
Mr. Sloane acting as chairman. 

Otto Fischer of Lawrence opened the discussion on ‘Open 
Criticism.”” The points covered were discounts, datings, 
deliveries, trade acceptances and standardization of rubber 
cartons. He argued for larger discounts as by his observation, 
the retail price of shoes was generally figured on the billed 
cost and the discount was just so much velvet. 

In the discussion that followed, many merchants expressed 
themselves in favor of following the plan. Several merchants, 
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however, felt that the discount was figured in the cost of the 
shoe by the manufacturer and had to be added on before it 
was taken off. Many merchants felt that fifteen days dating 
should be allowed by factories so that goods could be inspected 
before the bill was paid. 

It developed that many merchants have been paying bills 
in order to save discounts, although the goods arrived some 
days or weeks later. There was a general feeling that since 
factories expected prompt payment that it was not asking 
anything upfair to insist on manufacturers notifying mer- 
chants that if deliveries would not be made as per contract 
when the goods were bought, this would enable merchants to 
cover their needs elsewhere and not miss sales on account of 
late deliveries by factories. 

It was pointed out by the traveling salesmen that manu- 
facturers were doing the best they could but that the mer- 
chants insisted that the courtesy of notification of late deliv- 
eries were due them. 


Merchandising of Broken Lines 


The first topic of the afternoon session of Monday was 
“*Merchandising Broken and Discontinued Lines.”’ William 
Brelsford of Topeka was the leader on this topic. He sug- 
gested that the only right way of displaying shoes was to 
place the merchandise on tables, that a liberal PM should be 
allowed to clerks and that price cards and goods should be 
changed often. 

Mr. Brelsford said that all short lines should be segregated. 
The lots should be gone over frequently with the sales force. 
He pointed out that often profit was tied up in short lots. 
Several plans of buying were given to prevent accumulation 
of end sizes. This was the most interesting discussion of the 
day. ‘‘The Recorder” articles were referred to often. 

It developed in this discussion that a good cut and mat 
service was hard to obtain. Many used the ‘Recorder’ 
service. . 

Window Trimming Discussed 

H. H. Lease built’ an improvised window to show in dis- 
cussing ‘‘Window Trimming.” He emphasized the value of 
windows, good fixtures and tasty decorations; using flowers 
in back grounds and decorative cloth, recommending spend-- 
ing one per cent of the gross sales on windows and the interior 
decorations. 

Advertising the Right Way 

The next topic was “‘Advertising the Right Way.” E. C. 
Logan was the leader of this topic. ‘‘The objects of adver- 
tising,’’ said Mr. Logan, “‘are to sell merchandise and create 
good will. There is a direct and indirect personal contact— 
the direct method by mail, the indirect by newspapers, bill- 
boards and windows. A trim store appearance is always a 
good way to advertise. The neatness and good personal ap- 
pearance of the sales force is essential. All advertisements 
should be absolutely truthful as they reflect upon the char- 
acter of the store and the merchandising policy. Good cuts 
should be used and the space well selected.” 

Much time was given to the inspection of sample lines. 
Thirty-three members of the Kansas association, who at- 
tended the National Convention at St. Louis, were present. 
These men met at luncheon on the two days of the convention 
and reviewed the events of the great St. Louis meet. 

The new officers for 1919 were elected at the Monday ses- 
sion as follows: President, C. L. Brosius of Wichita; four 
vice-presidents as follows: A. S. Farmer of Pratt; Arthur 
Hahn of Marysville; J. R. Coolidge of Smith Center; Joe 
Rosenthal of Chanute; secretary-treasurer, A. R. Springer 
of Topeka. Master-at-Arms, Harry Campbell of Hutchin- 
son, received pledges of $60,000 worth of insurance from mer- 


chants present. 
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Vermont Association Meeting 
Held at Burlington with Banquet, Show and Speeches 


(Burlington), at 3 P. M., and after a business ses- 

sion it was voted to hold a semi-annual meeting at 
St. Johnsbury, Vt., about August 17th, in order to line up the 
retailers in the northern part of State. The committee ap- 
pointed to attend to details, exact date, etc., include: G. N. 
Tilden, chairman, Barre; B. M. Sheppard, Montpelier; W. 
W. Hartwell, Northfield. 

W. C. Roose, Manchester, N. H., suggested organizing 
four zones for local organizations, in order to bind’ the state 
retailers more closely together. The object of the St. Johns- 
bury meeting is to promote more interest among the Ver- 
mont shoe dealers to attend the N. S. R. A. at Boston, in 
1920. 


MV eeunine called to order by President Boynton 


Cash vs. Credit 


Geo. N. Tilden gave a talk on “‘Cash vs. Credit.’’ He said: 
“A little over a year ago twelve of thirteen shoe stores and 
shoe departments decided to do a strictly cash business and 
cut out all credits, or approvals. As far as I know the entire 
twelve shoemen have held to the agreement. Here are some 
of the good that comes out of our cash business, (a)more 
stock turnovers, (b) better credit at the bank, (c) less book- 
keeping, (d) less help in the store, (e) more interest by the 
salesmen, (f) $1,000 to $2,000 free to use and not tied up in 
book accounts, (g) less misfits. None of us want to go back 
to credits. Most of all it has brought us closer in a common 
cause which makes for co-operation and organization.” 


I. H. Morse of Lowell, Mass., chairman of the N. S. R. A. 


New England Organization Committee, told of his credit — 


experiences and how he had been able to purchase several shoe 
stores at an attractive price, because those shoe dealers had 
so many book accounts that they were broke. 

Both Mr. Tilden and Mr. Morse created a deep interest in 
their talks. 


No Alteration in Shoes 


Mr. Wright of Burlington gave a talk on “ Merchandising” 
which was very interesting, incidentally mentioning the fact 
that he felt the shoe business had to be run on more scientific 
business lines than any other business, because of the fact that 
no alterations can be made to fit a shoe as in clothes and othr 
apparel. 

A general discussion on “‘Expense and Profits,’’ led by W. 
C. Roose, almost swamped the speaker with questions. Much 
interest was created by the general discussion. 

Meeting adjourned at 6.30 P. M. 

Banquet was held at Hotel Sherwood, in Ballroom Hall. 


The following members of the Vermont Shoe Retailers’ 
Association were present: 


S. G. Shea, Barre, Vt.; Chas. E. De Patie, St. Albans, Vt.; 
A. E. Bristol, Bristol, Vt.; T. E. Torndo, Bristol, Vt.; Frank 
Goce, Fair Haven, Vt.; H. C. Herrick, Vergennes, Vt.; Robt. 
E. Luce, Waterbury, Vt.; W. W. Hartwell, Northfield, Vt.; 
H. E. Farnshaus, Morrisville, Vt.; E. W. Holton, Northfield, 
Vt.; Sidney Mann, Burlington, Vt.; Charles Levin, Burling- 
ton, Vt.; Fred S. Ralston, St. Albans, Vt.; Edward S. 
Cram, Burlington, Vt.; B. J. Boynton, Burlington, Vt.; 
C. H. Shipman, Burlington; Vt.; T. W. Ray, Burlington, 
Vt.; L. P. Clough, Barre, Vt.; Geo. N. Tilden, Barre, Vt.; 
Frank J. Hendee, Burlington, Vt.; B. J. Costelle, Rutland, 


Vt.; Clarence A. Brown, Rutland, Vt.; B. M. Shepard, 
Montpelier, Vt.; Mr. Wright. Burlington, Vt. 





New Orleans Shoe Retailers’ Associ- 
ation Holds Organization Meeting 
Ralph D. Levy Principal Speaker 


Ralph D. Levy, general manager of the Pokorney chain of 
shoe stores, was the principal speaker at the organization 
meeting of the New Orleans Shoe Retailers’ Association,’ 
at the Association of Commerce, March 13 last. 

Mr. Levy said, “‘What’s in a name,” in opening his address. 
He gave the:members a list of invaluable ‘‘trade handles”’ on 
speeding up sales. 

‘‘What force can we shoe men put behind our business to 
stabilize trade, to encourage a constant flow of business, to 
equalize the demand upon our organization?”’ he asked. The 
best answer we have been able to find is advertising. There 
is a rather old fogy contention that advertising adds to the 
cost of an article. We have found that the man who pays 
for advertising is the man who does not advertise. 

‘It costs no more in the average shoe store to sell double 
the number of pairs of shoes. The trick is to scatter the 
trade to an even flow rather than to crowd into the exclusive 
Saturday night demand. Through advertising, the customer 
comes into your store prepared to buy, and the minute he 
crosses the door, he is 50 per cent sold. Right there is a 50 
per cent cut in selling costs. 

‘‘Another point is that the customer comes to the store 
knowing what he wants; that saves time and time is money 
in inspecting stocks. We look upon advertising as business 
insurance. Each and every one of you carry life insurance 
and store insurance, but most of you neglect to insure the 
store life of your business. Whatever we have spent in 
advertising, and we are the largest shoe advertisers in the 
South, we still have. 

“Advertising with us is an investment and not an ex- 
pense.”” Mr. Levy also dwelt upon the necessity of building 
up a selling organization and of adopting a policy for it to 
follow. 

Good merchandise, and a location in the “trend of busi- 
ness” were also emphasized by Mr. Levy as aids to speeding 


"up sales. 


The meeting of the association was attended by a large 
number of merchants. Besides hearing Mr. Levy, the by- 
laws were adopted and it was decided to meet on the third 
Wednesday of each month at the Association of Commerce. 

President I. R. Jacobs presided at the meeting and in the 
absence of Secretary Ed Wild, Phil Schiro acted. President 
Jacobs urged the members to join the Association of Com- 
merce movement for the 2,000 membership drive now being 
conducted by the A. of C. 

The following were elected to membership at this meeting: 
A. Schneider, 209 N. Rochablave Street; W. Winther, 116 
N. Carrolton Avenue; A. Papa, 529 S. Lopez Street; C. J. 
Crasson, 528 Frenchmen Street; H. N. Gastrock, 3120 
Magazine Street; P. Pizziane, 800 Decatur Street; M. F. 
Duff, 3100 Tulane Avenue; Henri Lange, Regent Store; 
C. E. Crasson, 2509 Bayou Road; L. Pilowsky, 903 Alvar 
Street; J. Wexler, 3342 Magazine Street; L. Adert, 600 
Royal Street; H. Steiner, 4306 Magazine Street; and B. 
Maniscalco, 3208 Magazine Street. 
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J. W. M. Vidler, president of the 
Traveling Men’s Auxiliary to the Iowa 
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Mo., in the following cities: Milwaukee, 
Wisconsin; Chicago, Illinois; Detroit, 
Michigan; Toledo, Obio, and Pitts- 





J. W. M. VIDLER 
President Traveling Men’s Auxiliary 
Iowa Retail Dealers’ Association 
surely alive wire. His home is in Dallas, 

Texas. He travels lowa. 
J. O. Phillips with Oil Holdings of 
Three-Quarters of a Million 


J. O. Phillips, who has been traveling 
for the Hamilton Brown Shoe Co., in 
Texas, for the past ten years, resigned 
from the concern last week because of 
the developments in an investment 
which he made in September, 1917, and 
forgot about. A customer was respon- 
sible for his purchase of a third interest 
in an oil lease near Ranger, Tex., for 
$133.33, the lease covering one hundred 
and sixty acres. Within the recent past 
Mr. Phillips has reaped profits of $62,- 
700 and also still owns leasehold inter- 
ests and has royalties still coming to 
him. The total worth of his holdings is 
now estimated at three-quarters of a 
million and he feels that he does not 
have to sell shoes to make his living. 
Hence the resignation. 


L. D. REAM 


National 
Travelers’ Association 


President Iowa Shoe 


president of the Iowa National Shoe 
Traveler’s Association, was very active 
in the interest of the many merchants 
attending the Iowa Convention. He 
has many staunch friends in the retail 
shoe trade. 


Changes in Sales Force 


Changes in the sales force of the Roth 
Shoe Manufacturing Company for this 


season include Ben H. Lowenstein, 
covering Texas, succeeding J. C. 
Schwenk; B. C. Belcher, Indiana, 


Michigan and Illinois, succeeding Lou 
Firth; J. C. Bradshaw, Kentucky, Ten- 
nessee and Alabama, succeeding M. M. 
Souther; and a new man on the Pacific 
coast, H. A. Sublett, with headquarters 
at Los Angeles. 


H. J. Nicholl with United Shoe 
Manufacturing Co. 


H. J. Nicholl will represent the United 
Shoe Manufacturing Co., St. Louis, 


H. J. NICHOLL 


burgh, Pennsylvania. He will séll to 
both retailer and jobber. 

Mr. Nicholl was formerly with the 
Geo. E. Harrison Shoe Co. of Chicago, 
covering the territory of Illinois and 
Michigan. He enjoys being one of 
the most successful salesmen out of the 
Chicago market. He has been con- 
nected with Mr. Harrison for several 
years under the Harrison-Barton Shoe 
Co. 

Weimer, Wright & Watkin 
Salesmen Confer 

A most interesting conference of the 
salesmen of Weimer, Wright & Watkin 
was held recently. Fifteen members of 
the sales staff and the firm took part in 
the deliberations and the meeting alto- 
gether was of a most instructive and 
progressive character. Ideas were 
brought out that will be incorporated in 
the policy of the firm and a close study 
made of the difference between present 
and past conditions. 

The general opinion is that we are 
entering upon a new era of distribution 
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and there will be a greater co-ordination 
than ever with the trade through the 
development of an extensive specialized 
service. *In fact this was the chief 
thought of the meeting. There was much 
enthusiasm at the conference, which was 
marked by expressions of loyalty and 
good feeling between the sales force and 
the firm, which will be extended to the 
customers also. 

Consideration was also given to the 
lines for the coming season with which 
the men are about to start out on their 
territory, and all of them are leaving 
filled with pep, ginger and confidence, 
not only in their own lines, but in the 
shoe trade, and with the feeling of assur- 
ance of value in the shoes that they are 
distributing. The territory of the house 
has been considerably increased, and 
now covers the entire United States. 

Some of the social features in connec- 
tion with the conference was a dinner 
at the Arcadia and a theatre party at 
which the sales staff were the guests of 
the firm. 


T. D. Barry Company Salesmen 


The following salesmen, representing 
T. D. Barry Co., Brockton, Mass., are 
out with the Fall line of Barry footwear; 
practically all of these representatives 
have been with this house for many 
years: 

T. A. Delany—Michigan, Wiscoasin 
and Minnesota; Fred C. Davis—New 
Robert F. Doyle—Virginia, 
Kentucky 


England; 
West Virginia, Tennessee, 
and Arkansas; E. H. Lovell—New York 
and Pennsylvania; “Jack” Jones— 
Missouri, Kansas and part of Illinois; 
John L. Fox—Indiana, Iowa and part of 
Illinois; Harry B. Schweitzer—Pacific 
Coast; John H. McAllister—Texas, 
Oklahoma, Mississippi and Louisiana; 
Jesse Keith—North and South Carolina, 
Florida, Alabama and Georgia; W. J. 
Kenned y—Pennsylvania, Maryland and 
Delaware; Maurice Kornsand—New 
York City, Philadelphia and Baltimore; 
Edmond Kornsand—New Jersey; Ar- 
senio Sanchez and _ assistant—Cuba, 
with headquarters in Havana. 





Sam Vaisey with Burrows Shoe Co. 


Sam Vaisey, who before the war 
represented a Lynn concern in New 
York and Ohio, has returned from 
service in France and will travel for 
the Burrows Shoe Co., of Rochester. 
Mr. Vaisey’s territory in his new con- 
nection will be New York, Ohio, Penn- 
sylvania, West Virginia and Kentucky. 
Mr. Vaisey feels confident that he will 
have a good season inasmuch as he is 
acquainted with his territory and is 
highly enthusiastic about the Burrows 
line. 
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R. A. Gilbert in Southwest 


R. A. Gilbert of Atlanta, Georgia, 
will represent in Texas, Oklahoma and 
Kansas the Perry-Norvell Company’s 





R. A. GILBERT 


line of men’s and boys’ fine welts made 
in Huntington, West Virginia. 


A Record with **Constant Comfort’’ 
Shoes e 


Gordon McDaniel, who represents 
the Ault-Williamson Shoe Co., Auburn, 
Maine, in Tennessee, Alabama and 
Georgia, is now entering his second 
season with this concern. Mr. McDan- 





GORDON McDANIEL 
Representing Ault-Williamson Shoe Co. 


iel is a native of Alabama and runs a 
large cotton plantation as his side line 
during the off season. 


He has made a great record seliing . 


the “‘Constant Comfort’? Shoes. He 
formerly represented the Bradford Shoe 
Co. of Columbus, in the South. 


Expressions of Sympathy to John T. 
Carlisle 

Friends in the trade are extending 

their sympathy to John T. Carlisle, 


sales manager of Krippendorf-Dittman 
Co., upon the death of his wife, which 
occurred recently. 


McElroy-Sloan Shoe Co. Dinner 


The dinner of March 11 to the sales 
force of the McElroy-Sloan Shoe Co. 
proved one of the most interesting and 
enjoyable of the series of affairs which 
have marked the headquarters visits 
of shoe salesmen during the past few 
weeks. More than one hundred officers 
and directors and salesmen of the com- 
pany attended. It was entitled the Six 
Million Dollar Banquet, in consequence 
of the 1919 pledge of the salesmen to 
bring about sales during the year to that 
amount. 

The toastmaster was W. M. Sloan, 
who announced in taking the chair that 
this season completed his fortieth year 
in the shoe business. Warren F. Mc- 
Elroy in discussing “Quality Shoe- 
making,” dwelt upon the necessity for 
efficiency and incidentally made that 
statement that in his opinion a truly 
efficient man could do as much in six 
hours as the average man does in ten. 
J. H. Ballard had as his subject “‘The 
Nifty Touch,” and while he devoted 
himself chiefly to niftiness in footwear, 
his co-workers utilized the opportunity 
for interruptions with references to 
niftiness of various characters of which 
he was accused of being a judge. 

W. B. Yater talked on “Selling;”’ 
C. L. McCain on ‘‘How I do Business 
Every Day in the Year;” T. Monte- 
rubio, ‘‘Business in Mexico; D. D. 
Lynch, “How I Sell the Big and the 
Little Ones;”’ and a number of salesmen 
on personal reminiscences. 


An Interesting Picture Film 
Preceding the after-menu talks, a 
new moving picture film of the entire 
process of making shoes from the skin 
on the calf’s back to the finished product 
was presented. It is to be shown on 
the road for the benefit of customers. 


Prizes Awarded Salesmen 

A number of prizes were awarded 
salesmen who made records during the 
year. W. B. Yater received first prize, 
a solid silver service; W. L. Sheppard, 
second prize, for the sale of certain 
specialties, a gold watch. Those in the 
$100,000 class or higher were awarded 
handsome gold knives, and included: 
J. H. Bernard, F. L. Craddock, Thomas 
Crowder, F. Doll, J. C. Espie, E. B. 
Fisher, A. C. Hambrick, Arch Jennings, 
Bert Johnson, D. D. Lynch, C. L. 
McCain, J. P. McElrath, T. Montrubio, 
J. R. Prewitt, W. L. Sheppard, W. B. 
Yater and Dan A. Honig. Cabaret 
entertainment and music added to the 
evening’s enjoyment. 
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Pioneers in a Better Understanding 
of International Business 


Mutual Helpfulness of the European Party in Giving to the Trade of Europe a 
New Vision of Reciprocity Along Practical Lines---Their Conversations 
in the Universal Language of Peace and Prosperity 


HE. American shoe and leather party had a quiet 

crossing to France on the Channel Steamer ‘‘Hamil- 

tonia,”” February 10, via Southampton and Havre 
to Paris. At the port of entrance passengers and their bag- 
gage are carefully examined, but by this time the boys were 
used to the “third degree” investigations which must be 
gone through in all foreign ports. All arrived in Paris with- 
out further delay. Here several days were spent in visiting 
the trade and considerable time taken up by visits to the 
various Consulates to get Passports in order for the next 
step on the journey. Travelers abroad today have to go 





WILLIAM A. BENNETT 
Vice-President Hide and Leather Publishing Co. 
Veteran European Traveler Who Remains 

Overseas for Further Study of Business 


through a lot of red tape in moving about and whole days 
are often spent in this way. 


Happy Meetings in Paris 


At Paris,. Harry I. Thayer was highly pleased to meet 
his son Raymond, who has been in France for some time in 
the service. At that time he expected to sail for home soon 
and may arrive before Mr. Harry Thayer gets back. Chester 
W. Dowd of Boston also called. Mr. Dowd has been in the 
United States Army in France for over a year, and recently 
releaséd. He also expected to sail for home soon. A. R. 
Moulton, of the Conway Leather Co., Boston, and Fred 
Donohue, of H. S. & M. W. Snyder, Boston, had just left 
the same hotel in Paris on their way to Italy and Spain so 
they did not meet the party. N. W. Dennett, however, of 


Dennett & Prince, Boston, was there and met many old 
friends. Phillip G. Aulson and Harry Snyder were still in 
London and expected on the Continent later. There were 
many American soldiers and officers in Paris, in fact, they 
are seen almost everywhere in France and a mighty welcome 
sight to an American traveler, especially those who do not 
speak French. The boys seem well, and when on leave 
many can visit pleasant places such as Nice and Paris, where 
they can enjoy themselves, but most of all they seem to want 
to get back home to the States. 


At the Battle Fronts 


After puttng in several days on business the American 
party was taken to Chateau Thierry in United States 
Government cars conducted by United States officers. The 
arrangements for this trip were brisk and_ businesslike, 
starting promptly and admirably conducted all the way 
through. These arrangements are all handled by the Ameri- 
can Visitors’ Bureau in Paris, an excellent organization of 
United States Army officers. The party motored through 
the little town of Claye, only about 14 miles from Paris, 
the nearest the Germans got in 1914, reached by some 
Uhlans and a bicycle scouting party. Later Vaux was reached 
and this town went through such heavy artillery fire that 
not a single house was left fit to live in. The Germans who 
held the town went into the cellars and when the American 
boys came through many prisoners were taken by them. 
Further on is Chateau Thierry and the bridge over the 
Marne which was blown up when the Germans tried to 
cross, many hundreds being on the bridge at the time. On 
the side where the Germans were is the Hotel de Ville, or 
City Hall, with the famous clock in its tower where a shell 
made a direct hit in the center of the dial. There was a Ger- 
man sharp-shooter behind that dial, who had been picking 
off men for hours before he was discovered. He is now 
‘doing time” elsewhere. Chateau Thierry showed marks 
of sharp fighting and everything remains almost the same 
as after the battle there. 


Hot Fights at Belleau Wood 


The hottest fighting, however, was at Belleau Wood, 
where the American boys cleaned out the machine gun nests 
with the bayonet. The woods shows terrific shell fire and 
everywhere is seen the evidence of terrible fighting. Here 
the struggle was bitter, and every step of the way hotly 
contested. The little village of Belleau was completely 
wrecked also, but it was at Belleau Wood and in and around 
the Chateau Thierry section that the American boys stopped 
and then drove back the Germans who were -rapidly ad- 
vancing on Paris. Dug-outs, shell holes and the debris of 
battle strew the woods and the countryside. The party had 
lunch at Chateau Thierry, returning in the evening to Paris, 
every man deeply impressed with the heroic work of our 
brave boys and saddened by their sufferings ‘and sacrifices. 
The next day the party visited Rheims, famous for its beau- 
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tiful cathedral. Its walls still stand, but badly damaged, 
while the interior has been gutted by fire. Every building 
in the city seems to have been shelled, with not a house or 
store left intact. Practically all have no roofs and only two 
or four walls standing. All through the four years of war 
the city was shelled, until only cellars were inhabitable. 
Yet the French held on, and the Germans never captured 
Rheims. The party motored out to the trenches beyond the 
city where for four years the French held the Germans in 
check. Deep dug outs and trenches all over the landscape 
were left just as when the war ended and many have 
been occupied by French and Germans alternately as the 
tide of battle swept back and forth. But always the brave 
French held the foe back from their beloved Rheims. Ger- 
man and French shells, bombs, grenades, etc., still unex- 
ploded, lie about in the fields and trenches. 

After a busy day ih Paris the party left for Nice, arriving 
February 19. Here a pleasant rest and change was enjoyed, 
after the cold, wet weather of the North. It was bright and 
warm and the blue sky and sea were much enjoyed by all. 
A very pleasant day was spent in motoring to Monaco and 
Monte Carlo, along the Mediterranean and over the moun- 
tains. After leaving Nice the party proceeds to Genoa, thence 
to Rome and next Milan, then back to England and home. 


Shoes Needed in Paris 


Shoes are badly needed in France and prices very high. 
It is hard to get anything good in shoes for under $18 and $20 
per pair. In Belgium the condition is still worse and prices 
higher. When one asks, what does Belgium need, the answer 
is “Everything.” Even with plentiful supplies of raw materials 
to work with it will be months and in some cases years be- 
fore any Belgian factories will be fully under way again. 
France also needs leather. They have a good supply of 
excellent heavy sole leather, but light sole leather is not so 
plentiful. Cut soles are not sold extensively here. Some 
merchants in France have tried to introduce them, but 
the average shoe manufacturer is reluctant to try the 
factory-cut sole, claiming that they have to put in almost 
as much time on them as in cutting their own soles and 
therefore they do not see the advantage of buying factory- 
cut soles. It is thought, however, that they may see the good 
points in buying cut soles later on and something may 
develop in this line. The same as in England, cut soles are 
not bought extensively, but may grow in favor in the process 
of education along these lines. Light upper leathers are badly 
needed in France, especially glazed kid, patent leather, 
chrome box calf and sides, etc. Stocks of these leathers are 
well cleaned up and bring high prices. 


No Restrictions in France 


There are no restrictions whatever on the sale of shoes and 
leather to France from America except the usual duty of 
three francs per pair on shoes and the former duty on leather. 
The only thing that seems to be checking the trading now 
is lack of shipping space and there are many unfilled orders 
on this account. Buyers, therefore, hesitate to order more 
from the States when orders already placed some months ago 
have not yet been delivered. Both France and Belgium wish 
to get their factories going and their men employed as fast 
as possible so that these countries may produce goods for 
their own use and their former trade. They need raw materials 
of nearly all kinds and when the shipping situation improves 
business will improve. The unsettled peace terms tend to 
check business between the various nations involved, await- 
ing the settlement of the international questions’ of the 
day. The big handicap in the shoe and leather business 
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abroad today is lack of shipping space to get the necessary 
goods. 
Shoes Must Depend on Ships 


In France it was learned that business is largely checked 
by lack of good transportation facilities, large quantities of 
supplies being still in seaports awaiting removal. The same 
is true in Italy. Besides this, Europe is waiting the settlement 
of the Peace Conference, which may not be over until next 
June. The matter of credits is also an unsettled question, 
many buyers abroad wishing to pay for goods on arrival 
here or act as agents and pay as the goods are sold. Another 
thing is the fact that in many cases goods ordered and paid 
for months ago have not yet been delivered and buyers 
hesitate to place more orders under such conditions. There 
are no restrictions against imports into France beyond the 
duty of three francs per pair on shoes and the usual duty on 
leather. Light calfskins under ten pounds may be exported 
from France; and up to eleven pounds with the heads on. 
At that it is very difficult to obtain permits, but it can be 
done. In leather, there is plenty of good heavy sole leather 
in France, but the best quality of light oak sole is wanted, 
also fancy leather for leather articles.. Many French firms 
are anxious to get agencies for all kinds of the American 
goods needed here, such as light upper leather, shoes, shoe 
factory supplies, etc. Owing to the unsettled conditions it 
will be some time before brisk business will resume in the way 
of orders from France covering American goods, but French 
firms are ready to make good American connections at once. 


Italy Is at a Standstill 


In Italy, export and import trade is at a standstill. Noth- 
ing can be exported or imported from raw hides and skins 
to the finished leather and leather goods. It is said that the 
Italian government has large stocks of heavy leathers on 
hand, also hides and skins which they wish to sell to the | 
home trade, but prices asked are beyond buyers’ views. 
The Italian shoe business is very dull, therefore both buyers 
of shoes and leather are reluctant to take the government 
stocks at prices asked. Before the war Italian shoe factories 
made about 18,000 pairs of shoes per day, but owing to the 
improved shoe machinery they can now make 65,000 pairs 
per day in the country. 


Medium Priced Sell Best 


The best seller is a medium priced shoe, and the short vamp 
is popular. Some shoe manufacturers are ambitious to make 
a higher priced shoe in Italy, such as imported before the war, 
but it is quite a problem to do this owing to difficulty of getting 
skilled labor and good foremen. Italy formerly imported 
a nice line of turned shoes from Vienna, doing a big busi- 
ness in that grade, but there is nothing doing now and no 
Italian shoe manufacturer is inclined to go into making 
turn shoes in a large way. The population of Italy is about 
35,000,000, only about half of which wears leather shoes. 
It requires an output of about 110,000 pairs per day to meet 
the demand of the population requiring leather shoes. 
Much of this will have to be imported. English shoes were 
largely imported into Italy before the war, but very little 
advertised. Balley of Switzerland does a large business with 
Italy, making welts, turns, McKays and Standard Screw at 
their various factories... Balle can turn out 12,000 pairs per 
day and exports also to England and France. They now 
have their own factory in France and had planned to have 
one in Italy, which may be started later. There is good 
opportunity for the sale of American shoes in Italy, but 
they are progressing in their own factories and eventually 
will import only the highest priced lines and the latest 
styles. 
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shoe trade and the public in general in the auditorium 
of the International Buyers’ Club, Bush Terminal 
Sales Building, 130 West 42d Street, New York City. 

This big event was held on the evenings of Monday, 
March 10, and Friday, March 14. The hall was decorated 
with the flags of the allied nations. A record breaking 
attendance on both evenings gave testimony to the fact that 
the idea of Irving T. Bush, head of the Bush Terminal Co.., 
and his able assistants, Charles T. Hoskins and H. M. 
Wright, was a good one. 


A MOST attractive shoe style show was presented to the 


An Educational and Unique Exhibit 


When the shoe style show idea was presented to John J. 
Slater, president of the New York Shoe Retailers’ Associa- 
tion, Inc., Mr. Slater gave his hearty approval to this move- 
ment and said, ‘‘We will hold this under the auspices of the 
City Association and will try to get everybody we can to 


attend the show and send them tickets.’”’” With this idea in. 


mind the promoters, the Bush Terminal Sales Co., and the 
New York Shoe Retailers’ Association, Inc., presented a 
unique and educational exhibit of the leading styles of the 
shoe manufacturers represented on the fourteenth, fifteenth 
and sixteenth floors of the Bush Terminal Sales Building, to 
the trade and public. 

Charles T. Hoskins, secretary of the International Buyers’ 
Club, and H. M. Wright, who is publicity man, and in charge 
of the auditorium, told the “Recorder” representative that 
the whole proposition is only one of the many features of 
service which the management of the Bush Terminal Co. 
extends to members of the International Buyers’ Club. 

“From the moment a concern takes floor space in our 
building, every man and woman in the Bush service works to 





help increase the sales for the tenants of the Bush Terminal,” 
said Mr. Hoskins. “Some nineteen firms are presenting 
exhibits. Eight women models and two men models show 
shoes and harmonizing costumes. Each concern has two 


” 


entries. 


Increase Membership in Local Association 


The plan was talked up about two months ago. It was 
decided that one hundred fifty shoe merchants, which was 
the present membership of the New York Shoe Retailers’ 
Association, were not enough for the big metropolis. 


The Aim is for a 500 Membership 


The State Convention will be held in July. President 
Slater felt that something should be done to bring the shoe 
men together before that time and effect a stronger organiza- 
tion locally, so that New York would be able to send a big 
delegation to the State Convention. Therefore, on both 
nights a secretary was present to take memberships and 
prominently displayed in one section of the hall was a card 
reading: ‘‘Are you a member of the Shoe Retailers’ Associa- 
tion, Inc., of New York? If not, join now. Organization 
means strength.” 


Address by President J. J. Slater 

The shows of Monday and Friday were practically identical. 
For over a half hour before the exhibit, the New York 
Orchestral Society, of twelve pieces, furnished music. At 
eight o’clock on both evenings John Slater made an address 
of welcome in which he greeted the big audience in the name 
of the Bush Terminal Sales Co. and the New York Shoe 
Retailers’ Association, Inc. 

Mr. Slater said in part as follows: 
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“This is the first shoe style show we have ever had in New 
York. When you see the models exhibited and take into con- 
sideration that it is not an accumulation of styles from all the 
makers around New York but just the makers who are 
represented as tenants in the Bush Terminal Building, 
you will realize that it is really a credit to Mr. Bush and his 
assistants, in that they picked out men who were so capable 
in their line of business. 

“T am here tonight not because I can talk, but just because 
I happen to be chairman of the New York Retail Dealers’ 
Association. I want to ask in behalf of the association that 
any members of the craft who have not already joined our 
local association will see fit to join. We have a great work 
before us, in fact, much harder work than we had last year. 

“Unfortunately this business of ours began from the bot- 
tom up instead of from the top down. The first of our craft 
was the little shoe maker in the country town, who made his 
shoes by hand and who was satisfied with the small profits of 
his labors for his living. We never really got above that. ““The 
shoe business has been run on that basis from that time up to 
the present. There is not that reward out of the shoe business 
that there should be for the intelligent and accumulated 





IRVING T. BUSH 


Who Developed Idea of Seasonable Style Shows at 
Buzh Terminal Sales Building 


knowledge that should be awarded people for their service: 
We have had no millionaires out of the retail shoe business as 
out of other business. It is unfortunate that we were criti- 
cised very largely just before the war started. We were 
criticised by the newspapers for profiteering. We were sup- 
posed to be indulging; we were not indulging in any profiteer- 
ing because business has been on only a mediocre basis of 
profit. 

Today we are facing a serious problem. Labor has arisen 
and demands more. I want to say right now that I feel for the 
shoe maker and for the man who has been making han d- 
worked shoes. He is not paid proportionately for his labor as 
is the man in other lines of business, such as clothing, millinery 
and other classes of business. Ladies and gentlemen, I want 
to tell you that if conditions go on as you have them today, 
you will all be paying more for your shoes than you are today. 
It may not seem possible to you to think that shoes which are 
retailing now for ten, twelve, eighteen and twenty dollars are 
going to advance if conditions do not change. They will 
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advance because labor will be paid in all probability a great 
deal more. 
Explains High Prices 

“Today we have buyers from other countries purchasing 
leather which, of course, drives up prices. In the last three 
weeks calfskins have advanced between five and twenty cents 
a foot. Goatskins have increased between ten and twenty- 
five cents a foot. It takes five feet of leather to make a pair 
of shoes and if you advance twenty-five cents a foot on 
leather, you make an increase of one dollar and twenty-five 
cents on a pair of shoes. So you can see the conditions we are 
facing at the present time. I trust leather conditions will 
change within the next ten months but I can hardly see that 
the price of leather will go down in that time. 


Shoe Machinery Necessary 

“Speaking about shoes and the making of shoes, you will 
see a picture at the end of the shoe style show depicting the 
making of shoes by the United Shoe Machinery Co. John 
O’Connell, publicity manager, will tell you that there are no 
shoes like the Goodyear Welt Shoes. I beg to differ with him. 
I think there are no shoes like the hand-made shoes. I have 
known hand-made shoes all my life, in fact, someone asked 
me where I was born and I said, ‘In my father’s work shop,’ 
and having lived with shoes all my life I feel that there are 
no shoes like hand-made shoes. But when you realize the 
wonderful mechanical ability of these machines which are 
used in the making of shoes you will see that although at the 
first we had to depend upon hand-made footwear, we now 
could not begin to supply one-quarter of the shoes by hand 
labor that are used in this country.”’ 


The Style Story the Pictures Told 

Utz & Dunn showed a black oxford. The costume worn was 
of blue satin. Utz & Dunn also showed a tan Russia oxford 
with military heel which was worn with a white sport costume. 

Gaines, Gordon, Winston Co. showed a black pump, 
French heel feature. With this a very beautiful sport 
costume was worn. Another model shown by this company 
was a Russia calf oxford which was worn with a blue serge 
dress trimmed with Copenhagen blue Georgette ‘and ribbon 
hat of blue. ‘ 

The Stetson Shoe Co. presented a white buck oxford. This 
was worn with a white silk suit. Another shoe presented by 
the Stetson Shoe Co. was a Russia calf oxford and was worn 
with a dark street costume. 

Harvey E. Guptill showed a black patent pump in Colonial 
design. This was worn with a willow-wisp costume. This 
company also showed a black satin pump with a cut steel 
buckle and Louis XV heel. 

R. H. Hoskins & Co. showed a gray buck. This was worn 
with a sport suit. This company also showed a white buck 
tan trimmed sport shoe which was worn by model who 
carried golf clubs and wore a silk tan tricotine suit and sport 
stockings. 

Julian & Kokenge Co. presented a patent pump. This was 
worn with a blue satin costume. The heels were Louis XV. 
Alse a brown suede oxford. 

James A. Banister Co. showed a man’s tan street shoe. 
This was worn with a natty business suit. A tan Russia 
oxford, with rourd silk laces, military heel and wing tip was 
also presented by this company with a costume of blue trico- 
tone with henna vest embroidered in blue. With this was 
worn a black hat trimmed with ostrich plume. 

Krippendorf-Dittmann Co. presented a dark tan oxford. 
This company also presented a black patent Colonial, orna- 
mented with rhinestone buckles. This had French heels. 

The Selby Shoe Co. showed a buff high-laced buck shoe with 
French heels. The company also presented a woman’s 
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How a Spring Style Show Can Be Staged 


In the Window of Your Store Before the Easter Buying Rush 


Sons Co., Boston, put into action a very clever idea 

in the big corner window of this store. The week of 
March 10 to 15 was selected. That the display was attractive 
is attested to by the fact that it was many times necessary 
for the police to clear the sidewalks in front of the window. 


‘ L. BURNHAM, window trimmer of William Filene’s 


Six Living Models 

A stage three feet high was arranged. There was a curtain, 
of course, and this was made of grayish blue velour with a 
border of gold. Six women models were selected for the sym- 
metrical proportions of their feet. 

The show was continuous from eleven o'clock in the morn- 
ing until five o'clock at night. There was plenty of help be- 
hind the scenes so that no waits on the part of the public 
were necessary. The girls were all fitted before the beginning 
of the show with the pumps or oxfords which they were first 
to present, and then on walking back to the rear part of the 


stage each girl was fitted with the next pair of pumps or 
oxfords to be shown. 

The bottom of the curtain was two feet from the floor on 
the stage, thus showing the bottom of the skirt and giving 
ample opportunity for an effective display of the very 
attractive hosiery in black and white silk. Black and white 
was the color scheme. There was a goodly sprinkling of 
brown. 

The Colonette, a combination of oxford and pump with 
three eyelets, was prominently shown. 

In front of the stage was an attractive arrangement of 
shoes, stockings, and buckles, displayed on glass stands, or 
little raised cushions in Oriental effects. Black satin oxfords 
were prominently featured, with white or black silk ribbed 
or clocked stockings. White kid oxfords, white pumps and 
black patent oxfords, worn with white silk stockings clocked 
in black, were very effective. The heels displayed were 
French, Louis and military. 





button shoe. This was of field mouse kid upper and patent 
leather vamp. 

The Whitney Baby Shoe presented a pink satin shoe. This 
was worn by a little doll who was dressed up to represent a 
baby held by a nurse who wore a military heel nurse shoe 
and nurse’s costume. Another model showed a baby wearing 
a blue kid shoe and the nurse a typical nurse’s shoe. 

The Geo. W. Baker Shoe Co. presented a black satin 
oxford. This was exhibited by model who wore a red, brown 
and tan camouflage georgette costume with leghorn hat 
trimmed with shaded feathers. This company also showed 
a white kid pump with Louis XV_ heels and rhinestone 
buckles. 

Dugan & Hudson Co. presented an F. B. & C. gray kid 
pump with Louis heels. The dress worn by the model was of 
Wilhemina blue. Another model presented by this company 
was of F. B. & C. white laced boot with French heel. 

Parker, Holmes & Co. presented a tan oxford and a patent 


pump, the Russia calf being worn with a blue serge suit and 
the patent pump with a pink Georgette trimmed with rat- 
tail braid, with pink straw hat trimmed with shaded hya- 
cinths and black velvet. The patent pump showed rhine- 
stone buckles and Louis XV heels. 

The Ideal Baby Shoe Co. presented a pink felt shoe for the 
baby with a pink satin sole and an old rose crocheted shoe 
with felt sole. The model wore a white chiffon negligee. 

The Boyden Shoe Mfg. Co. showed a black patent colt 
button dress shoe. The upper was made of black Worumbo 
cloth top and was worn with a Tuxedo suit. Also a golf 
shoe of cream calf, spiked sole and keel, with Cordo Russia 
saddle and ball strap. This was worn with man’s golf costume 

Bliss & Perry Co. presented a black satin Colonial with 
rhinestone buckles and Louis XV heels. The costume was 
made very effective by a brown foulard dress. 

L. B. Evans’ Son Co. showed a gun metal oxford, Louis XV 
heel with white costume; also a black patent oxford and pump. 
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* 
Styles Current This Week in New York City 
x ~ * x 
Shield Throats Selling in A Novelty in Straps and A Walking Oxford on a 
Volume Buckles Blucher Pattern 
x = x x 


Fight on Skirt Lengths in Feminine 
Fashions 


Paris, Because of Fabric Shortage, Makes Skirts Short---American Designers 
| Hold to Ankle Lengths 


New York—By the “‘Recorder’s’” Fashion Expert 


importations which have just arrived from abroad. 

These represent the very latest ideas from the great 
French couturiers and will have a marked bearing on the 
styles for the late Spring and Summer. Paris has been greatly 
handicapped by the lack of materials and trimmings and the 
clothes are much more simple than they would be under more 
favorable circumstances. However, they have brought out a 
number of very new ideas—among them the very short 
sleeve and abbreviated skirt in barrel effect. The question of 
the skirt length, however, is being fought by the American 
designers, who have made all of their skirts for Spring about 


ts fashion authorities are vitally interested in the 


ankle length and they insist upon keeping to this length for 


some time to come. Their argument in favor of the longer 
skirt in narrow width and barrel effect is that it must be made 
to come below the shoe tops in order to be graceful. 

Until there is a radical change in the width of the skirt they 
will continue to make them this length. In fact, the importa- 
tions that were brought from the other side were much longer 
than the original models, and it is generally believed that the 
skirt from three to four inches from the ground will be the 
most desirable during the coming Spring and Summer. 

For street wear, navy blue will again be the most desirable 
shade. However, some smart looking dresses in beige and 
soft grays are being worn this Spring, particularly for after- 
noons and at luncheon parties. 


Black Patent Continues Strong 
A number of smart looking girls in checked suits were seen 
on the avenue recently and they looked particularly attrac- 
tive. One wore a suit of black and white check with a black 


sailor of shiny straw, and her stockings were of black silk 
embroidered in white clocks, while her oxfords were of black 
patent leather to match her hat. Her friend was dressed in a 
brown and white check suit, her stockings being of dark brown 
and her oxfords of brown kid. 

The popularity of low shoes for both street and afternoon 
wear is very evident. A walk on Fifth Avenue, a visit at 
one of the well-known hotels at luncheon time or at tea time 
clearly proves that the low shoe is being taken up not only 
by the younger women but by the older ones as well. In the 
morning with the simple tailored clothes, an oxford made on 
mannish lines in black vici kid, Russian calf or dark brown 
leather is favored. With a somewhat dressier suit the ox- 
ford is made of the softer kids or suede in black or dark brown 
kid. Patent leather is also worn with some of the afternoon 
dresses or suits and as always looks very smart. 

In addition to the oxford, most interest is shown in pumps, 
which are also developed in practically the same leathers or 
suede. With simple costumes, the pump is sometimes fin- 
ished off with a strap, others with black leather buckles 
or occasionally with a dull silver, dull gold or bronze 
buckle. 

The high shoe is not entirely neglected, as many women 
still cling to a high shoe not only because they prefer a high 
shoe to a low one but-it gives their ankle more support and 
they find it practicable if they wish to do considerable walk- 
ing. Up-to-date women today have become convinced that it 
is not fashionable to be a mere idler and they are always 
quick to adopt a style that gives the impression of being 
practicable and therefore nearly all of them have at least one 
or two pairs of high boots in their wardrobes. 
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“There ain’t much poetry in a shoe,” 
Said Hiram Keith to John Ballou. 
‘Last night the parson at the kirk 
Spoke of the poetry of work; 

The rhythm of the whirring wheels, 
The coiling smoke, the gliding keels; 
Of ardent minds that bring to birth 
The necessary things of earth. 

But I can’t see it. Here I sit 

From starting time till time to quit. 
With my eternal ’tick, tack, too. 
There ain’t much poetry in a shoe.” 


““No poetry?” said John Ballou. 

“T think there’s plenty in a shoe; 

In my mind’s eye I’ve often seen 

The Steppes, the Inde, and Argentine; 
The fields of France where cattle graze; 
The prairies wide whereon we raise 
Our own supply of needed hides. 

Great ships come sailing down the tides 
From Afric, Asia, many lands, 

To bring the product to your hands, 

So you may tick and tack and too. 

I think there’s poetry in a shoe.” 








There ain’t much Poetry in a Shoe 
BY ALBERT DOYLE 
Wall Streeter & Doyle, Inc., No. Adams, Mass. 
From Brockton Daily Enterprise 


“Have you not read that song of pain, 
‘Boots Marching Up and Down Again?’ 
And have you not with Hans Sachs laughed — 
‘The Laureate of the Gentle Craft?’ 

Our own New England Larcom, too, 
Wrote of poor Hannah and her shoe. 

And through our childish days there scoots 
The phantasy of seven-leagued boots, 

And that important Puss who wore 

Boots never purchased in a store. 

Poem, story, song, and fable, too, 

Prove there is poetry in a shoe.” 


‘Last night as we sat, wife and I, 

I watched and saw her softly cry. 

I took her hands, and she held there 

Her baby’s shoes, the only pair 

He ever wore—he died so young. 

She wept, but when she found her tongue 
“Tis Baby’s birthday, John,’ she said, 
Poor Baby! Fifty years you’re dead 
And still your little crumpled shoe 

Has pow’r to turn time back to you.” 
“T’m proud to know you, John Ballou,” 
Said Hiram Keith. ‘‘Tick, tick, tack, too.” 








A Season of New Gowns with Pretty Footwear for 
Each 

Many teas have been given during the past month at which 
the women were glad to launch some of the new gowns which 
they have ordered recently. These dresses were mostly in 
chiffons or satins artistically beaded or embroidered. While 
a number were in black, navy blue and dark brown, there was 
a fair sprinkling of light grays, beige and soft grayish blues. 
With the black and brown dresses, the oxfords or pumps were 
of satin or suede in matching shade. -The same was true in 
dresses of both gray and tan. With the dark brown dresses 
patent leather or black satin or suede shoes were worn. One 
of the dresses of grayish blue chiffon was touched up with 
brown and the brown suede pumps were of matching shade to 
the trimming and also corresponded to the hat of the same 
color. 

Metallic Effects in Slippers 

Just before the advent of Lent, some large dances were 
given at which some very handsome evening gowns were 
worn, the most exquisite of which were made of metallic 
cloths in silver or gold with shoes of the same material. In 
fact, practically all women who wear very high priced dresses 
usually have a piece of the material cut off and sent to the 
boot maker so as to preserve a perfect ensemble. As usual, 
however, some very smart dark evening gowns were worn, 
some being of navy blue or black satin brocaded in silver 
or gold threads, and with these dresses the slippers were 
usually of black satin or navy blue finished off with a rhine- 
stone buckle or with a beaded buckle, which are particularly 


smart this season. A few of the slippers instead of having a 
buckle finish have the toes embroidered in a dainty design of 
beads. The younger girls, however, cannot wear the heavy 

e 
brocades and are still clinging to dainty light colored nets and 
chiffons. These are often embroidered in beads or bugles, 
while others are very simple, being finished off with dainty 
flowers. 

The light, delicate shades are used for evening wear and 
occasionally a combination of one or two colors is cleverly 
combined on some of the new dresses. 

The dancing slipper is usually of the same color as the gown 
itself, although the slipper of cloth of gold or cloth of silver is 
still being used by many smart dressers in preference to one 


of satin. 
Sport Costumes Reappear 


Much attention will be given to sports this Spring and many 
smart sport costumes are being ordered by young women who 
are making their plans for the coming Summer. These con- 
sist of skirts of white, pink, blue or other delicate shades of 
tricolette, satin and novelty silk with sweaters in matching 
shade or with coatees in black velvet. These lighter shades, 
however, are particularly desirable for tennis and for seashore 
wear, while for golf the darker skirt is being chosen in Victory 
red, Empire green, Dutch blue, leather and henna shades. 

With the lighter sport costumes the white shoe is by far 
the most desirable, but with the golf or hiking costume Rus- 
sian calf is well liked and either oxfords with a low flat heel 
or a lace boot also made with a very flat heel and round, sensi- 


ble toe. 
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Keeping an Accurate Account of Sales 
and Purchases 


By JOHN R. GRIGG 
Of L. M. & S. Shoe Co., Cherokee, Iowa, Before the Iowa Shoe Retailers’ Association 


AM sure that it is not necessary for me to tell you that 

I am glad to be with you today, that I count this not only 

a pleasure but a privilege. I have had a question on my 
mind that has bothered me for some time. Two weeks ago I 
received a letter from our worthy president in which he 
stated that he had put me on the convention program for 
this afternoon and he closed his letter by saying, “I sincerely 
hope that you will not disappoint the members of the conven- 
tion,”’ and the question is, just what did he mean? ; 

“In taking up this subject of how to keep an accurate account 
of sales and purchases I feel a good deal like the old maid that 
was asked to address a meeting of the mother’s club on the 
subject of how to care for the nursing baby. 


Four Essentials for Small Town Merchants 

‘*‘At one time it was my privilege to have considerable cor- 
respondence with a man who had made an extensive study 
of the conditions surrounding the small merchant in this coun- 
try. I asked him what was the thing that the average small 
town merchant needed to build up his business and his answer 
was, “‘They need four things, Inspiration, Information, 
Co-operation and Loyalty.” 

“The average small-town’ merchant lacks the power of 
analysis; many times he knows that his business is not what 
it ought to be, that it has weak spots, that it is not growing 
as fast as it should, or that he is not making the profit he 
should. He knows that the business is sick, but his records 
are incomplete; they do not give him the necessary informa- 
tion so that he can make a diagnosis and provide a remedy. 


System of Records and Accounts Necessary 


“T think we are all agreed that the time has come when’ 


every business, great or small, must have an adequate system 
of records and accounts if it is to enjoy any measure of success 
and the smaller and weaker business needs a complete record 
of its activities even more than does the big fellow. 

“The man at the head of the large business or corporation 
can go to his executives, or to the heads of departments, for 
any information he may desire. But the most of us are rep- 
resentatives of a one-man business and if we want information 
the only place we can go is to our records; if the records are 
what they should be, five minutes will tell us anything we 
want to know about the business from how much stock we 
have on hand to how much business we will have to do this 
month to keep up to the schedule we have set for the year. 

“Most men at the head of a one-man business are primarily 
salesmen; the training they have received while working 
for the other fellow usually goes no further than the selling 
end. When a man like this reaches the first goal of success 
and steps in as the head of a business, he finds that to be suc- 
cessful he must do and know many things. He must be at 
once buyer, salesman, advertising man and accountant. 


‘Did you ever hear of a doctor whofbecause he had studied 
therapeutics or materia medica or some other branch of the 
medical science would try to practice without a thorough 
knowledge of anatomy? What. anatomy is to the doctor, 
the accounting system is to the merchant. If he studies it 
carefully, he will know not only the weak and the strong 
points of his business, but will have the satisfaction of seeing 
the business grow from a colicky, measley infant to 4 robust 
youngster with a bright future before it. 


No One System Adapted to All Stores 


“T do not believe that it is possible to find a system of ac- 
counting that is adapted to use in all stores. (Here an inter- 
esting story was related.) I think this applies to accounting 
systems, for the system that we use in our store would in all 
probabilities not be suited to brother Nebe at Atlantic. The 
only way to do is to determine the things that you want to 
know about your business and then adopt a system that will 
give you the desired results with the least possible work. 
Personally this is only my second year’s experience in trying 
to run a business, but during the time that I worked 
for the other fellow I worked for all kinds of men, 
from the fellow without any system who kept his money 
in a cash drawer under the counter to the fellow 
that had so much system that he did not have any. I have 
spent as high as two days in counting, checking and listing 
merchandise only to find that by the time I had gathered the 
desired information he had read or heard of something new 
which he thought would serve our purpose better. We were 
forever invoicing some certain article, then estimating the 
turnover and figuring the profit that department should show 
for the year. There are many others like this man, men who 
go to much trouble compiling figures to fool themselves. 
They remind me of the high school girl at the guessing party. 
(Story.) 

The Redtapeless Accounting System 


“T have prepared a rough chart of what we are pleased to 
call in our store the Redtapeless Accounting System. Before 
going into details regarding this system, I wish to say that so 
far we have never used any specially printed forms for our 
work in the store. When we took the store over, there were 
numbers of partially used books and forms, relics of different 
accounting experiments of the past, so that up to date our 
accounting system has cost us practically nothing. 

“‘The first place that we come in contact with a shoe is in 
making our purchases; therefore the first record that we are 
interested in is the record of purchases, where we keep accurate 
account of incoming merchandise. For this we use a common 
loose-leaf note-book of this form, which you can buy for about 
fifteen cents. The first entry on this record is the seasons, 
Spring or Fall, the name of the maker of the goods, the kind of 
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Orders for Fall 1919, 


Men's shoes: Stock #742 : 


Price $6.00: 


No. I 


GOOD SHOE 


No. 1 





c 0. 





Pairs 36. 





KIND; Ko Ko Russ, Clf. Bal. 


Comb, last. 





Sept. 15th: 


Shipping Date: 


Recieved: - 














STOCK-RECORD 


No.2 


Section #1 Lot A 


No. 2 



























































No. 5 weed 
oO. 
RECORD OF SALES 
Stock 1 i ' 
No, ‘Size |price j{ Remarks 
r t 
S,I,L.A, | 5S$AA 19.50 
j | Mrs, Geo, Smith, Anthon, Iowa, 
S,I.L.B, ! 7D {8,00 Likes short vamp shoe, 
1 i Grace Gray 
3.2,1,A, | 44¢ 16,00 This shoe sold to short. 
No. 4: ma 
CASH and REC'D on ACCT. CREDIT SALS _ 
Date | Sales | Paid out | Deposit Sales | Rec'd on Accte 









































Keeping Store 
Records 


An Instructive Article of 
Timely Interest 











shoe, men’s or women’s, the stock 
number, the price and the number 
of pairs, then follows the description 
of the shoe with a place for remarks. 


For example, “This shoe is to 
replace No. 1424—then widths 
and sizes. When an_ invoice 
is received, the form covering 


that shipment is pinned to the 
invoice and when the goods come in 
they are checked off to see if they are 
correct as to style, number of pairs, 
sizes, date of shipment, etc. 

‘The next step is to enter the sizes 
in our stock, which is arranged as 
follows: Our stock is divided into 
sections for example, section one 
covers all of the high heel boots, 
while the lot number designates the 
color and kind of shoe. The circles 
on the chart represent the number of 
pairs of each size and widths in 
stock; as new shoes come in they are 
added to the stock record and as 
they are sold they are checked off by 
marking a cross in the circle. 


A Record of Sales 


‘The next thing for our considera- 
tion is the record of sales. For this 
we have on the wrapping counter a 
common day book, that is ruled as 
follows: A place for the stock num- 
ber, the size of the shoe, the price, 
and a place for names, addresses and 
any thing of special interest regarding 
the sale. This record provides the 
following information: The size and 
kind of shoes sold, so that they can 
be checked off the stock record, the 
best selling sizes, the most popular 
prices and new names and data for 
our mailing list; the balance of our 
records are all kept in one large 
ledger. 

“The next chart covers all cash 
transactions; each day’s items are 
entered as follows: Cash received, 
cash paid out of the drawer, and 
deposits; at the end of the month, 
the cash paid out of the drawer is 
subtracted from the total cash re- 
ceipts and the result must balance 
with the bank deposit for the month. 


System Depends on Expense 
Account 


“In handling our credit sales, each 
day’s sales,are entered in one col- 
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Accuracy in 
Store Service 


A Helpful Guide to Merchants 
by a Merchant 











umn, cash received on account in 
another; at the end of the month 
the cash received and merchandise 
credits are subtracted from the total 
credit sales, and the result added to 
or subtracted from the balance of 
last month, enabling us to tell exactly 
at all times how much our trade owes 
us. If we could eliminate this next 
chart from our business some of us 
might be able to retire in the next 
twenty-five years, but the success of 
your whole accounting system de- 
pends on how you keep your expense 
account. For our convenience we 
list our general expense as follows: 
Salary, rent and heat, advertising, 
insurance and interest, which I sup- 
pose is something you gentlemen 
know nothing about except as an 
asset. We have transportation, 
which includes express, freight dray- 
age and post charges; then there is 
light, power and incidentals. 


Next Step—Total Sales Record 


“The next step is our accounting 
that brings us to the total sales, which 
we record as follows: Date, place 
for remarks, such as rain today, or 


first day of sale, or any other item of. 


interest; then a column for sales at 
retail and wholesale, and one for 
refunds and return at the cost and 
selling price. At the end of the 
month we find the amount of our 
total sales, from this we subtract the 
returns and refunds, the result being 
the actual business done for the 
month; we then subtract the cost of 
the goods from the selling price, which 
gives us the gross profit; from this, 
we take the expense and the result 
is the net profit for the month. 


Record of Indebtedness 
to Wholesale Houses 


“We also find it convenient to 
know just how we stand with the 
wholesale houses. This record is 
used as follows: At the first of each 
month we enter our debtor balance 
at the top of the column and as new 
goods come in they are added to this; 
it the end of the month this is totaled 
and from it is taken credit for remit- 
‘ance and returned merchandise; 
the result is that we know exactly 
iow much we owe wholesale houses 
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at all times. The next step is the merchandise account— 
at the beginning of each month, we list at the top of the col- 
umn the amount of merchandise on hand; to this we add the 
new merchandise as it comes in and the amount of the refunds 
and returns; from this we subtract the merchandise returned 
to the wholesale houses and the merchandise we sold at cost 
during the month, and the result is an inventory of stock on 
hand at the first of each month. 

‘At present we are using a Morris Cash and Credit Register 
and from the detail sheet of the register we get all the data 
for our records. We make up a daily report as follows: 
Charges, received on account, merchandise returned, paid out, 
cash and total sales and this is posted in our records. We 
have a girl who does all this detail work. An hour and a half 
in the morning will do all the posting and it usually requires 
about two hours to balance the books at the end of the month. 

“T think, gentlemen, that I have told you every thing I 
know and some thing that I don’t know about records and 
accounts and in conclusion I want to speak briefly of a thing 
that I am greatly interested in namely: 


The Post-War Problem 

‘“‘What are we as shoe merchants going to do in our com- 
munity to help solve the post-war problem? The greatest 
war of all ages is now history; the longer we were in the war, 
the more united our efforts became, every resource and unit 
was being organized and every merchant was learning the 
value of co-operation; sectarian differences were forgotten; 
misunderstandings ironed out; the sordid things of life were 
put to one side, and day by day we were working, giving, 
sacrificing to aid the cause of humanity. We are now face to 
face with the post-war problem and the big vital question that 
is up to us as a nation, as a state, as a community and as 
individuals, is: Are we going to remain united in spirit; are 
we going to face the problems hand in hand, or are we going 
to drift back into littleness out of the great days that are now 
in history? 
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Urges Membership in State and National 
Associations 


“The war has taught us many lessons and one of these is that 
every shoeman in the state of fowa should belong to both the 
state and national associations; we have learned the value 
of keeping books, the lesson of wise economy and many other 
things. This war has forced the shoe men of Iowa out of the 
grind of business, out of the shell of selfishness and sent them 
out in their own communities to work for and with their 
fellow men. We have seen these brothers of ours making 
speeches, serving on committees, selling bonds and doing 
every thing for the good of the cause, and I for one an firmly 
convinced that the day is past when we cannot live with- 
drawn, in self-content; that we can no longer sit still and 
trade so much merchandise for so many dollars of profit, we 
have come to know that to succeed we must serve; that we 
all, every single man among us, owe a service to our commun- 
ity, our town and to the great association of which we are 
members. 


**The Valley of Democracy”’ 


“‘Meridith Nicholson has written a book entitled ‘The 
Valley of Democracy’ in which he tells about us folks of the 
Great Middle West. The beginning of one of the chapters 
of the book is: ‘Oh! I see flashing that this great America is 
only you.and me. Its weapons, powers, testimonies are you 
and me. Its Congress is you and me; its officers, capitals, 
Armies are you and me. Its endless gestations of new states 
are you and me. The war (that war so bloody and grim the 
war I will henceforth forget) was you and me. Unnatural 
and artificial are you and me; freedom, language, poems and 
employments are you and me; past, present and future are 
you and me.’ 

“**And I would add to this that the future of our national 
association, of our state association, and of the business we 
represent, is you and me.” 
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General Conditions as Reflected in Shoe 


Industry 


A Remarkable Analysis of Business and Conditions of the Nation---With a 
Specific Study of the States of Arkansas, Mississippi and Tennessee 


By FRANK C. RAND 
President International Shoe Co., at Memphis Convention 


USINESS is now and always has been an exchange of 
B values—which implies a moral quality—the quality of 
fair play. 

From a practical standpoint the business man realizes, not 
merely that honesty is the best policy, but that integrity in 
the conduct of affairs is only a reflection of the true, strong 
force of nature. He sees that the delivery of a true article, 
the exaction of a fair return for what he sells or does, is in 


keeping with the natural processes, and that a man gets 
back only the equivalent of what he gives out. And there- 
fore, it is my purpose to speak to you frankly about the market 
and production as they appear to me. 


Cost of Living is High 


The cost of living is high—the present prices of all com- 
modities are high and the whole world has been influenced 
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to some extent at least by the necessary waste of war, with 
its attendant disregard of counting the cost in winning the 
great battle for freedom. 

These influences have asserted themselves in the com- 
mercial life of our people; but there is no question in my 
mind that all values must eventually seek a lower level— 
and the readjustment can be made without great harm to 
industry only if you and [I and all thinking men approach 
the problem with calmness and courage and faith in the 
soundness of the economic principles on which American 
industry has been built. - 

To do this, merchants and manufacturers must work to- 
gether in a spirit of helpful co-operation for each is dependant 
on the other. If merchants refuse to buy, even in a conserva- 
tive way, then factories will slow down in production and all 
shipments will be crowded into the latter part of the season, 
making it impossible for manufacturers to make and deliver 
within a period of sixty or ninety days the same quality of 
merchandise which normally is delivered throughout a 
period of six or seven months. 

From the best information that I can gather, shoe stocks 
are below normal, primarily because of the limited pro- 
duction of civilian shoes, occasioned by large Government 
shoe orders, together with shortages in materials and labor. 

I shall show a little later some of the splendid evidences of 
prosperity in Arkansas, Mississippi and Tennessee at the 
present as compared with the past three or four years; and 
I think the figures will justify the conviction that retail 
trade will continue active and in good volume. 


A Study of Tri-states Business 


Before leaving St. Louis, I received the latest Government 
agricultural reports and made a careful study of the agri- 
cultural and live stock situation in the States of Arkansas, 
Mississippi and Tennessee. 

The total increase in live stock of all kinds (i.e., cattle, 
hogs, and sheep) in Arkansas during the past three years 
amounted to 355,000 head, valued at $33,406,000.00. 

Increase in Mississippi during the same period was 915,000 
head—valued at $56,491,000. 

Increase in Tennessee 
$45,087,000.00. 

Aggregate total increase for the three states—1916 to 1919 
1,704,000 head—valued at $134,984,000. 

Therefore, the enlarged number of stock for breeding 
purposes after cashing the three years income was the largest 
in the history of the three states. 

We now come to the grain crops (wheat, oats and corn) 
and we compare the good year 1916 with the year 1918, 
which in some respects was not so good. 

For Arkansas the increase in selling value of grain was 
$27,203,000. 

For Mississippi the increase in selling value of grain was 
$55,905,000. 

For Tennessee the increase in selling value of grain was 
$55,094,000. ° 

The increased value of the three principal grain crops— 
1916 compared with 1918 was $138,202,000 as enlarged 
revenue for the states of Arkansas, Mississippi and Ten- 
nessee. 

Thus we have shown the increase in grain and in live 
stock. The increase in value of crops is not all cash income; 
but the total figures are enormous. 


434,000 head—valued at 


Great Value of Products 


The United States Agricultural Depart- 
ment states that the average value of 
all crops in Arkansas, Mississippi and 
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Tennessee from 1912 to 1916 was per 
$ 484,415,000.00 


1,059,524,000.00 





$575,109,000.00 


An increase of the amazing total....... 
135,000,000.00 


Increase in live stock value............. 





$710,109,000.00 


In these splendid figures no consideration has been given to 
cotton, the principal production of the three states—I have 
directed your attention, as it were, only to “the pocket 
change” which adds such great purchasing power to your 
territories. 

Three Important Topics 

(Turn-over) No merchant can afford to miss sales for lack 
of shoes on the grounds that he may expect a lower price at a 
later date; for after all, it is the turn-over in business which 
really counts and makes for success or failure, and you can 
not turn over something which you do not own. 

(Expense Account) Granting that all merchandise is sold 
at a price higher than its initial cost, why then should not 
every merchant make money continuously? Doubtless every 
member of this Association knows the answer—‘‘The expense 
account or overhead is too high’’; but I have no doubt that 
there are some present who do not give to this important. 
factor in business the constant attention which it deserves. 
The prices of materials, and in some degree the rate of wages, 
depend on the law of supply and demand; but the overhead 
charges in your business and mine depend upon its manage- 
ment and go up or down in inverse ratio to thoughtful 
attention devoted to them. 

(Taxes) In this connection, there is today one large item 
of expense—over which we have no control, i.e., taxation. 
The present excessive rate of taxation has a very retarding 
influence in all business and if it is not materially reduced, 
and quickly too, it will destroy all initiative in industries; 
for men will be unwilling to take the constant hazards and 
risks of commerce when they know that their liabilities of 
loss are unlimited but their possibilities of profit are re- 
stricted to such an extent that proficiency, intelligence, 
integrity and diligence are put on the same plane as medi- 
ocrity. Profits in commerce are always in theory, and largely 
in fact, measured by one’s service to society—but if the 
incentive for service be taken away, inaction will surely 
follow. 


A Time for National Government Economy 


The continuance of extraordinary taxes upon profits 
derived from invested capital not only discourages initiative 
in industry but it affects unfavorably the man who. does 
manual labor for his livelihood. When men hesitate to begin 
or to expand industrial establishments, employment becomes 
insecure and the uneasiness of the employer is naturally 
reflected in the life and conduct. of the employee. Thus the 
great number of workers who do not directly pay these 
taxes, are forced indirectly to bear the consequence for which 
they are in no wise responsible. 

One practical relief from a part of these heavy taxes 
lies in reducing our national expenses. At the date of the 
armistice there were in the various branches of military 
service in this country- 1,700,000 men whose expense to the 
Government is about $160,000,000 per month. These 
men were a good type of producers; they are now unpro- 
ductive consumers. Their continued retention in the service 
thrusts a heavy burden of cost upon the country and @ 
serious lessening in production. These men should be 
quickly released and returned to their homes, so that the 
cost of their pay and support will be at once eliminated and 
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_ they may become engaged in useful, productive occupations, 
on the farms, in the mines, mills and factories. 


A Successful Outcome Assured 


I do not believe that we should today be burdened with the 
responsibility of predicting what the next six or twelve 
months will develop in the commercial world; indeed, 
such a forecast can not be made with any degree of 
accuracy. 

} I am sure of a successful outcome of this period of re- 
adjustment, if we cultivate an attitude of healthy optimism 
which the strength and resources of our country fully justify. 
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The war has taught us better than ever before the wholesome 
effect of mutual confidence and cheerful self-denial, and we 
appreciate more fully the value of candor and frankness in 
all our relations. 

America’s remarkable achievements during the war have 
been due to our daily application of these principles and I 
believe that it is now our patriotic duty to continue in this 
same attitude—to discourage all thought of fear or panic, to 
disclose and discuss freely and frankly all facts at our dis- 
posal and to so readjust all the details of our business methods 
that the necessary changes may come gradually and each < one 
of us shall bear a part of any incidental burden. 
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met with a similar committee from the manufacturers, 
tanners, traveling men and last makers, and outlined 
the general styles for next Fall, something unheard of before. 
While there may be some unscrupulous manufacturers, also 
retailers, that will at all times disregard any regulations that 
may be adopted for the good of all concerned, but the time is 
rapidly approaching when such a firm, be he retailer or manu- 
facturer, will find they will not be patronized, and it will be 
to their detriment if they do not conform to the standards 
and regulations as put forth by the regularly authorized 
committees. 


| AST December, a committee of the National Retailers 


Endorse Conference Committee Plan 


“At this meeting, the style committees just mentioned, 
adopted for the coming Fall, 814 and _9-inch boots for ladies, 
two shades of brown, two shades of gray, beaver, bronze, 
white and black. Immediately after the signing of the armis- 
tice last November, there was a called meeting at which some 
of the leading retailers and manufacturers representing both 
of the national associations prevailed with success on the 
Government not to withdraw the style and color restrictions 
before June 1, this year. Otherwise, there would have been 
a number of new styles and colors, and it would have forced 
the retailer to purchase additional goods at the expense of the 
stock exceedingly high price shoes now on our shelves. 


No Prospect for Cheaper Shoes 


“‘“Gentlemen, after a careful survey of the situation as it is 
today, both in labor and material, I see no prospect for cheaper 
shoes during this year. While the labor cost would not be 
high, yet right now, there is more than 15,000 shoe makers 
in Brooklyn out on a strike. You all know last Summer and 
early Fall every shoe maker in Brockton was out on a strike 
for at least six or seven weeks. There seems to be a general 
spirit of unrest among the shoe makers; not on account of 
under pay, for shoe makers’ wages, in many instances, has 
advanced one, two and three hundred per cent in the last 


four years. 


Sound Sense on Shoe Buying 


By PRESIDENT TOM W. SHERRON 
Tri-State Shoe Retailers’ Association 


Better Wages for Labor 


“Understand me, gentlemen, I am not complaining at the 
high wages that they are paid, I am glad the manufacturers 
can pay them so much and still make and sell their products 
ata profit. We will take in conjection with labor, the leather 
conditions which is very much unsettled. Since the signing 
of the armistice, November 11th, and fighting ceased, there 
has been several advances in the price of leather. You may 
say there is no logical reason for the advance price but that 
does not alter the facts. The advance is there and has to be 
paid. 

My judgment is, that we should not try to either bear 
or bull the market; but continue to buy such goods as we 
need in smaller quantities and buy more often; get our stock 
in good shape; sell all possible of such merchandise that we 
have on our shelves that is not moving and get ready to meet 
any conditions that may confront us, whether it is higher or 
lower prices. 

For you can’t sell merchandise unless you have it to sell. 
No doubt you are buying from some manufacturers that you 
know personally and have confidence in. If so, take them 
into your confidence and consult with them about prevailing 
conditions. They are honest and will give you the correct 
information and advice. They don’t want you to overstock 
on merchandise; but they do not want you to lose trade on 
account of not having enough merchandise. 


Live Merchants Receive Trade Papers 

I assume that every member of the association is a sub- 
scriber to a trade journal. If you are not, pardon me for sug- 
gesting that you immediately subscribe for at least one or 
more. I don’t believe any retailer can get along without one 
or more trade journals. If you are selling other merchandise 
besides shoes, don’t get panicky and buy too much or too lit- 
tle; just strike a happy medium, keep a cool head and a 
clear brain. Merchants that stem the tide of these unsettled 
conditions and keep their stocks in good trim will come 
through in good shape, and will be better merchants than 
before the war period. 
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Retail Shoe 
CLERK 


The Clerk of today is the 
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The Contact-Man of the Retail Shoe Store 


By EDWARD W. HERTZLER, Burlington, Iowa 
Before the Iowa Shoe Retailers’ Association 


OUR help is the mouth piece of your store. It repre- 
sents you to your patrons—it represents your service to 
your trade—it represents you to the source that makes 

you your living. 

Your help can do you a great deal of good and make you 
much money and it can do you a great deal of harm and lose 
you a lot of money—it can make you permanent customers 
and it can make you permanent enemies—because of this the 
kind of help you employ is the most important part of your 
business. 

The Test Is in the Man Himself 


After you employ a man you may feel it is largely up to 
him whether or not he makes you a valuable and a money 
making employee. 

This to a certain extent is true, but alarge part of his success 
also falls on you as his employer. We will therefore discuss 
our topic from the employer’s side of the question. 


Training for Salespeople 


In training salespeople your first step is to have good ma- 
terial to train—here is where the selection of salespeople 
comes in. 

The selection of salespeople is a mighty important subject. 
It is a big topic in itself. Most every one has his own ideas 
of the kind of person he wants—as to temperament, age and 
appearance—but every one wants men whom he feels will be 
of real value to his business, both when on duty and off. He 
wants men who are honest and have good habits and will sell 
his merchandise. We will take for granted that these are the 
kind of men you employ and so will get into our topic, ““Train- 
ing Clerks,”’ at once. 


A School on Shoes 


The training of clerks is really an educational feature of your 
business—a shoe school, in other words. A salesman must 
know what he is selling—how to fit feet and how to treat 
customers. A good many salespeople have a certain instinct 
of knowing just how to handle customers under certain cir- 
cumstances that come up in a sale—some about other cir- 


cumstances and certain sales problems—some may know how 
to fit feet better than others—some might have a knowledge 
of other things that help make good salespeople, and if these 
circumstances, experiences and knowledge are properly 
brought to the attention of your salesforce in general much 
can be accomplished in training your people and make intelli- 
gent, profitable salespeople for you. 

Now in our store we handle the training or schooling prob- 
lem in what I think is a good way. 

We have store meetings and we have them twice monthly— 
every other Monday evening, from six until six forty-five— 
three-quarters of an hour right after we close for the day. 
We make it a point to close promptly, too. 

One of the boys is our secretary and he keeps the minutes 
of the meetings in the secretary's book. I personally handle 
the meetings. 

Weat present have taken up, for the benefit of our new sales- 
people, an educational series of meetings which we term “The 
Construction of Shoes,”’ which covers the welt shoes, McKays, 
turns, stitch downs, English welts, etc. This is the second 
time we are taking up this part of our work. 


The Welt as a Topic First 

One man is given the welt shoe as a meeting topic. He is 
to find out how welt shoes are made—from the bottom up— 
the different operation’ it requires—in fact, everything that 
pertains to a welt, and he must explain this with a welt shoe 
cut apart to our salesforce. 

Another is given McKays in the same way for the next 
meeting, another a turn, and so on. 

The question of fitting shoes comes up at another meeting 
—the last customer, turn overs, the matter of exchanges and 
how to handle them, complaints, store policies and many other 


_ things that keep your salespeople and your store service. 


Installed S. P. (Store Police) 


The appearance of your store also wants to be taken up. 
In our store we recently installed an S. P. department—store 
police. This department requires two salespeople. at a time, 
one on each side of the store. It is the duty of the persons on 
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S. P. duty to see that the ledges are kept clear at all times 
from dust, bundles that need attention or shoes that need new 
boxes, or putting away a stray footeaser or a salesmman’s hat 
or an old pair of shoes, etc. The person looking after this 
branch of our store are changed every time we have a meeting 
and are appointed by myself. 

At our meetings I also keep them posted on market condi- 
tion—things to tell customers about conditions—I also get 
their opinions of styles that are selling for styles that are not 
selling, which shoes fit the best, etc. 

This feature has done more to keep our salespeople than 
anything we have ever undertaken. It makes your salespeo- 
ple want to be salespeople in the true sense. 


Compensation of Salesmen 

Compensation, as I understand it, means a reward for 
extra services rendered or accomplished—extra pay for selling 
over a certain based amount. 

Department stores and chain stores give a compensation to 
their managers if they are able to get their department or 
store sales over a certain mutually agreed amount—so do 
some manufacturers and jobbers handle their salesmen on the 
road and so do some retail stores. ’ 

They figure that a man is worth so much if he sells a certain 
amount which they use as a base. They figure that if a man 
earns more than the amount he is based on he should receive 
a compensation. They feel that a man will strive harder to 
bring forth his best efforts if there is some incentive for him to 
do so. This is one of the big reasons why the compensation 
system is a good one. 

The important part of the system is the base to figure on. 


In paying your men you must first consider their duties. * 


If a man is your assistant or your window trimmer he must 
be figured differently than the man that just sells because 
much of his time may be spent in helping run your business. 
You must be the judge of his value to you in the position he 
holds. 











It is a difficult matter for me to try and tell you how to go 
about this in a general way. I could tell you better if I knew 
your business, your man and the conditions that surround 
him. My experience has shown me that we are very apt to 
either over or under estimate these kind of men. Now when 
it comes to salespeople it is easier to figure them if you have 
a record of their years’ sales. 

In my store in a town of between 25 and 30,000 population, 
I haven’t a salesman that sells less than $6,500 a year and I 
have men that average right up with the Harvard Research 
figures of 100,000 populated towns. 


How to Figure Salaries 

Some of my men I pay on a salary and commission basis. 
These men I figure on their last years’ sales. I pay them so 
much a week and a commission over a certain mutually agreed 
amount, and I pay them these commissions semi-annually. 

I arrive at the base I figure these men on from their past 
year’s sales records—the salary they were getting and from 
charts and figures I received from other stores and out of 
trade papers. 

My plan now is that when I get a year’s record on a man 
I’m going to figure him on a salary and commission basis. 

My experience shows me that it’s a good method and your 
men get what they earn or you have an excuse to get other men 
in their place if they do not earn their based salary. 

I wish I were better versed on this part of our topic but I 
believe the time is coming when almost all stores will figure 
their salespeople on a percentage basis allowing a drawing 
account up to a certain amount and pay them a commission 
when they sell over their based amount. 


The PM System—Is It A Good System? 

The PM or “‘Spiff” system as we call it in our store is like 

most any system a good thing when it is operated properly 
and a detriment when it is abused. 

Here is another place where your store meetings can do a 
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Convention Committee at Johnstown, March 24-25 





Cc. P. PANNEBAKER 
Chairman Program’ Committee 


C. J. HEAGY 
Secretary 


WM. S. GARDNER 
General Chairman 





great deal of good in training your salespeople how to sell 
PM’s and how you expect them to be sold. This topic of ten 
comes up in our semi-monthly three-quarters of an hour 
store meetings. 

I am a believer in the spiff system and I feel confident that 
at least 98 per cent of the spiffs sold in our store are sold prop- 
erly. I am a good boss to my salesmen when they show a 
willingness to do their duties as they know I want them to do 
or as they believe they should do—but I am a hard boss when 
I find them willing to overstep our rules and I believe a sales- 
man in my store would rather take a good licking from his 
Dad than face me when I find he sold a spiff short. 


The “‘Spiff’? Row 

My men make quite a bit of pin money selling spiffs. 

In our store we work “‘spiffs’’ on a system. We take the 
best two rows in our store, the ones right in the center of the 
shelving that are on the level of the eye, the rows every sales- 
man can reach with the least effort, and devote these to spiffs 
—call them the spiff rows. These rows run all through our 
stock on both the men’s and ladies’ sides. We take these two 
rows for our spiff rows for two reasons: 1. Because they are 
the handiest. 2. Because you can pull out a spiff anywhere 
you are in the store and the customers are not aware that 
they are spiffed shoes. 

Before we adopted this plan we had a spiff section or two 
and customers soon discovered that if you got a shoe in these 
sections at the end of your stock they were old goods and they 
would tell you so. 

We take all short lines or slow selling lines and put them in 
these rows and spiff them and when ever a line of shoes gets 
down to five pairs it automatically goes into the spiff row even 
if it is the best selling shoe in the store. That is one of our 
spiff rules. ; 

Another one of our spiff rules is that every last year’s oxford 
or pump, unless it is exactly duplicated and this is seldom 
done, is spiffed. This is the best plan. we have found to get 


your men to show your last year’s low shoes along with your 
new stock. 

Selling last year’s low shoes was always the most difficult 
problem I had to face. There is something peculiar about 
taking low shoes you carried over, shoes you have not shown 
for six months and bringing them out and showing them with 
the dainty, stylish new arrivals of the season and your men 
don’t like to show them. But use this spiff system, pay your 
men a quarter or fifty cents for selling them and they make 
them look as nice to the customer as if they were new styles. 


The Records on ‘*PM’s”’ 


Another part of our spiff system is this: Every pair of 
shoes that is spiffed has a string tag on it with a number on it. 
We start from one and run up in the thousands. The number 
that is on the tag is scratched in the shank of the shoe also. 
There is only one pair of shoes with each number. This num- 
ber is also recorded in a book. When a salesman sells a pair 
of shoes that are “‘spiffed,’’ he takes off the string tag, puts 
his salesman’s number on it and sends it to the office. The 
bookkeeper then marks back of the number in the book the 
date sold and the number of the salesman who sold it. This 
is our record on this shoe. If the shoe comes back for ex- 
change and we can not find out who sold it we refer to the 
number in the shank, look it up in the book and so can take it 
off of the salesman who sent it out. 

When we first ‘‘spiffed” shoes we would put them back in 
the rear of the store in a section and told the boys when ever 
they sold_a shoe in that section that they would get a quarter 
spiff. Shoes would be sold, ‘‘spiffs’” collected and then the 
shoe would be returned and not a single man in the store sold 
it or if a man did own up to it, he would say there were two 
sizes of that shoe, both had been sold and he was not sure 
whether this was the pair he sold or whether it was the pair 
the other salesman sold. 

With our present system they cannot get away from it. 

I believe in spiffs, but I first believe in a system of handling 
them and schooling your salespeople how and when to sell them 
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Better Merchandising Through Merchant Betterment 
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“The Best Friend of the Store is the 





Customer” 


Two Nationally Known Wholesalers Speak to Shoe Merchants at Memphis on 


these days—is to put the play into it,” says J. K. Orr 

of Atlanta, Ga. ‘“‘We must figure out how we old 
fellows can get the young fellows to take more interest in 
our business. That is our real and immediate task.” 

He urged that whenever possible merchants resort to the 
profit-sharing system, contending that in giving the employee 
some sort of an interest in the business the employer will get 
much better results. 

“The young man who learns the value of a customer,” he 
asserted, ‘‘and who serves his employer honestly and whole- 
heartedly has built his own future on a rock that will become 
a part of the foundation of the house for which he works. If 
it was left to me I would put a placard in every conspicuous 
place in the store where it would constantly be before the 
eyes of the employee. And that placard would read: ‘The 
best friend of this house is the customer.’ 


i way to make work easy—and we must all work 


Opportunity Knocks Hourly 


“That is one thing to remember. Here is another: I am 
not one of those who believe that opportunity comes to a 
man but once and then passes on. Opportunity beckons 
every hour of the day and every day in the year. There is 
no power on earth that can keep a first class man down and 
a fourth class man up. Further I have no-patience with the 
man, old or young, who says the old way is good enough. 
The world is not what it was five years ago. Business methods 
and business ideas constantly change and we must keep 
abreast of the times. 

“Every man in business who will admit that he is around 
fifty, should plan for an understudy for every executive 
capacity in his business. This will give him an opportunity 
to shift much of the load of responsibility onto the shoulders 
of his department heads, and he will have solved the problem 
of wages, to a large extent, when the employee is made to 
realize that the more he creates the more he gets.” 


A General Advance in Prices 


In an address at one of the business sessions of the con- 
vention Mr. Orr predicted a general advance during the next 
few months in the cost. of high-price shoes for both sex. 
Speaking on the subject: “Survey of the Hide and Leather 
Situation—Its Effect on Prices,’ Mr. Orr insisted that ii 
is a truism of the shoe industry that when cotton goes down 
leather goes up and leather is destined thereby to go up this year. 
The price of medium quality shoes will be stabilized, he said, 


Profit-Sharing---Futures Prices and Trend of Styles 


holding that the shortage in imported kid and calf skins 
which are largely used in the manufacture of higher grade 
shoes is responsible for the predicted increase in the finer 
footwear. 

Trend of Style and Prices 


“You men will have to do your own guessing as to what 
will be the general demand in boots next Fall,’’ Harry Vin- 
sonhaler, Vinsonhaler Shoe Co. of St. Louis, told the dele- 
gates. , 

He spoke on the “Trend of Style and Prices.” “I 
predict an increase in the cost of manufacture of woman’s 
footwear of from 60 to 80 per cent which must necessarily 
be borne by the consumer.” 

“Brown and black footwear will be the best sellers for 
women,” he said. ‘‘This is because brown and black shoes 
will go good with the various shades which will be affected 
by the ladies in their Fall gowns. Gray shoes will also enjoy 
a popular demand for the reason that gray can very 
properly be worn with blue, particularly with the lighter 
shades.” 

Mr. Vinsonhaler predicted that the military heel will not 
be as popular next Fall as was last year. Whether the 
women will prefer boots or low-cut footwear next Fall is 
mooted question, he asserted. ‘“‘It all depends upon how high 
the skirts are to be and the ‘Judges of High Decision’ in 
apparel who determines this matter will not decide until 


May or June. 
His Opinion on Skirt Lengths 


“The opinion of the shoe trade is that if the skirt, fixed at 
four to six inches off the ground becomes popular and is 
accepted by the better dressers, there will be a large demand 
for low-cut footwear. But on the other hand if fashion 
decrees that the skirt shall be eight to ten inches off the 
ground the sale of boots will increase. No two of the great 
New York shoe dealers hold the same opinion as to whether 
the skirts will be longer or shorter. You must, therefore, do 
your own guessing.” 

The speaker pointed out that as women are now going in 
heavily for low-cuts, which they will wear through the Spring 
and Summer they will have wearied of the displaying of the 
clocking of their stocking by Fall and desire the fancy 
lengths of leather. ‘ 

“‘Will the women be willing to pay the price they must pay 
for high grade boots next Fall.” he asked, and some wag answered 
“They wouldn’t be willing, but they would.” 
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Here’s the ‘“‘all-star’”’ line for Fall. 
can “‘grow’’ on, because 


as always. 


Mr. Merchant 
so, it’s because you’ve never found the right line. J& K 


shoes for young women are IT!!! 
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Interested in a ‘‘star’’ proposttion for next Fall? 
Write or wire today—our men are now on road 
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DO THE SOLES OF YOUR 
SHOES EVER BECOME DAMP? 




















When they dry out, how 
do the inner and outer 
soles feel ? 


STIFF? HARD? 


Keep your shoes new inside and out by a 
damp proof outersole. 


Loxsol is not rubbery. 


It has all the advantages of leather and rubber 
soles, with none of their disadvantages. 


H. E. LOCKE & CO., INC. 
Sg rey 99 Chauncy Street oo 
Philadelphia Boston, Mass. 


Rochester 
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LEATHERS 
THAT ARE IN 
GREAT DEMAND 
ON THIS STYLE 
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FOR IMMEDIATE DELIVERY 


No. 446 Tan Calf Oxford, Welt, Imitation Wing Tip, AtoD.................. $4 
No. 442 Tan Calf Oxford, Welt, Imitation Straight Tip, Ato D............... 
No. 441 Gun Metal Oxford, Welt, Imitation Straight Tip, BtoD.............. 
No. 444 Gun Metal Oxford, Welt, Imitation Wing Tip, AtoD................. 
No. 443 Black Vici Oxford, Welt, Imitation Straight Tip, BtoD............... 


MILITARY HEELS Sizes 214 to 8 LONG VAMPS 


W.T.HOLMES COMPANY 


EXCLUSIVELY LADIES SHOES 
15 NO.FOURTH STREET 
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§ hes construction of our new, nine-story build- 
ing, located on Washington Avenue at 
Seventeenth Street, St. Louis, is progressing 


rapidly. 


Our contractor promises to turn it over to us 
ready for occupancy not later than July Ist next. 


It will be the most modern shoe distributing es- 
tablishmentin America. Efficiency engineers have 
laid out each floor to fulfill its purpose in facilita- 
ting orderly and accurate assembling of orders 
for shipment, with the greatest possible speed. 


Spiral chutes connect all floors with the Ship- 
ping Department where orders are massed, boxed 
and loaded for transportation to the various 


freight depots. 


When we take possession of our new home every 
one of the nine floors will be filled with new shoe 
merchandise furnished from our ten big specialty 


factories. 





Che Central Shoe Company 


On or about 
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will move lo. Ot. Louis 
July Ist, 1919 


There will be no interruption in filling orders 
during the move as we shall continue to ship 
from our present headquartersuntil the new build- 
ing is ready. 














We do not purpose to move a single case of our 
Ready-to-Ship stock to St. Louis—all of it must 
be sold and shipped direct to customers from 
Kansas City. 


Merchants who take advantage of this fact during the next 
four months will secure some splendid bargains. 


The stock is now complete—ask for catalog. 


CENTRAL SHOE COMPANY 


KANSAS CITY, MO. 
Until July Ist 
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Style B-842 


Style B-842—$5.00 
Brown Kid | Oxford Wee 
is Hee 
Imitation 1? AA, 5 to 8; Style B-843—$5.00 
A. 3% a 3to8; C-D, As above in 12-8 Military 
8. Heel. 
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Style B-613 


Style B-613—$4.25 Style B-612—$4.25 
Black” Kid Oxford, Welt, As above in 16-8 Leather 
12-8 Military Heel, Imi- Louis Heel. 
















tation Tip, AA, 5 to 8; A, Style B-821—$1.50 
3% to 8; B, 3 to 8, ‘. D, Brown Calf Oxford, Welt. 
2% to 8. 12-8 Military Heel. 








y. 
































Ps HEADQUARTERS FOR HIGH CLASS NOVELTY FOOTWEAR : Se 
o OBTAINABLE DIRECT FROM STOCK pe 
is The popular Oxfords shown above are exceptional values and will be shipped -- 

° immediately. Hi 

You will always find us prepared with all styles of snappy, seasonable footwear Z a 
in stock. : Noy 
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wi This Will Be 
A Big Spat Year 


ASHION says—“Wear spats 
this year.” - Fashion leaders 
say—‘‘Wear ‘Standard’ Spats.” 

Fall of 1919 will be the biggest of all 
seasons for “Standard” Spat dealers. 
There are more “Standard” Spats 
sold than any other make because 
“Standard” Spats are better made, 
better looking, better fitting and 
better known. 








is the latest “Standard” model—a model which will be 
prominently featured in our magazine and newspaper adver- 
tisements. It is one of the smartest spat designs ever placed 
on the market—gracefully shaped, and fitting smartly and 
snugly in flowing lines over heel, arch and instep. 


Made in all the advanced shades 
of fashion: Fawn, Light Fawn, 
Dark Fawn, Drab, Brown, Leather 
Tan, Chamois, Champagne, Pearl, 
Smoked Gray and White. 


Write for interesting particulars of the “Standard” 








NEW “STANDARD” STYLES 


will be featured in our big 
advertising campaign for 
Spring and Fall. Watch for 
the “Standard” announce- 
ments as a guide to the latest 
and most advanced style ideas 
in spats for men and women. 


styles for Fall delivery. Your customers will see these 
models advertised as the leading spat styles of the 
year. 


S. RAUH & COMPANY 


The largest and foremost manufacturers of Spats in the World. 


310 SIXTH AVENUE - NEW YORK CITY 
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A Marked Distinction 








To the Union man and his family the stamp of 
the Boot and Shoe Workers’ Union is an indelible 
mark of distinction. 


It distinguishes the one and only shoe acceptable 
for the Union man and his family. 


Hence retailers who carry Union Stamp foot- 
wear, carry shoes that meet the demands of all 
the people all the time. 


Failure to carry Union shoes is to neglect the 
trade most valuable to the development of your 
business—the trade of the wage earner, the Union 
man. 


Boot & Shoe Workers’ Union 


Affiliated with the American Federation of Labor 
246 Summer Street - - Boston, Mass. 

















John F. Tobin - - Gen. Pres. 
&S Chas. L. Baine, Gen. Sec’y-Treas. 
WORKERS UNION “ 
UNI on oa ‘eens UIDUIINOOOOOOUUUOE00000 OUESOGEONEOOOOOEOSE COLONSAY 
Factory 








=— 
= 









































March 22, 1919 BOOT AND SHOE RECORDER 


71 





THE LEADING COLOR 
FOR FALL 1919 
LEVOR — N°8& 





OUR OTHER POPULAR SHADES ARC 


coLor | LEVOR WHITEST WHITE 
COLOR 23 LEVOR TRUE GRAY 
coLor 63 LEVOR HAVANA BROWN 


PRODUCEO IN THE/R USUAL LIGH GRADE UNIFORINITY BY 
G.LEVOR « CO., inc. 
GLOVERSVILLE, N.Y. 

NEW YORK- + 88-90 GOLD ST. 


ST. LOUIS LEATHER EXCHANGE BLDG. BOSTON-I45 SOUTH ST. 
ARTHUR S. PATTON LEATHER CO. THE G.LEVOR CO. 


INILWAUKEE - THE A.R AUELLER CO. 
258 FOURTH ST. 
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MILWAUKEE 


(= of the most satisfying things in buying any- 
thing is to feel sure that the market in which 
you buy is Absolutely Faithful to the Highest standard 
of Quality in its goods; to know that the mark of Excel- 
lence it sets for itself is as high as you set for yourself as 
a buyer. , 


ye may not always have sucha sense of security 
in buying shoes; but you can have! You’ll find 
it here in Milwaukee; shoes that are the best possible for 
the money. ‘Quality First. All Ways. Milwaukee.”’ 























PFISTER & VOGEL LEATHER CO. 
ALBERT H. WEINBRENNER CO. 
WEYENBERG SHOE MEG. CO. 
ALBERT TROSTEL & SONS COMPANY 
BRADLEY & METCALF CO. 
EDMONDS SHOE CO. 
HARSH & CHAPLINE SHOE CO. 
F. MAYER BOOT AND SHOE CO. 
NUNN-BUSH & WELDON SHOE CO. 
OGDEN SHOE Co. 





Albert H. Weinbrenner Co. 
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HE history of the Milwaukee Shoe 


and Leather Market isn’ta Romance. 
It is a Practical narrative of Brilliant Busi- - 


ness Achievement—its chapters are Con- 
secutive and run Smoothly with no hitches nor 
interruptions. Each year has been more success- 
ful than its predecessor—its “Quality First’’ pro- 
ductions steadily increasing. 


HIS Market has never had a Boom 
and consequently has never suffered 

the corresponding reaction that generally 
follows. Its Growth has been like that of 


the Sturdy Oak,—Sure and Permanent. -We have 
the Makers of the leather, the shoes, the Organiza- 
tions, the Fixed Purpose to do things exactly right; 
BETTER each day if we can. 





















MILWAUKEE 




















The merchant who is striving 
hard to win the trade of chil- 
dren—and incidentally that of 
the parents—must offer some- 
thing more than mere appear- 
ance to hold these customers. 

Specializing in high grade 
quality shoes for children—in 
a city noted for Quality First— 
we are able by many years’ ex- 
perience to produce the shoes 
that children want—that par- 
ents choose—and that you, asa 
dealer, prefer to sell! 


BOOT 





Nothing so well earns 
praise and favor as quality. This is especially 
so as applied to children’s shoes. 


AND 





\ q 
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= WHERE QUALITY IS HIGHEST 
PROFITS ARE LONGEST 





No. 2035—Child’s Patent colt, mat kid 
top, Goodyear welt, Skuffer, Tredshure 
Last No. 16. Sizes 5 to 8; 8% toll. 
No. 2033—Same shoe in Gun Metal. 
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K-Z Children’s Shoes are 
made in all sizes and styles for 
popular selling in every com- 
munity. The K-Z Line is 
a business-building one — every 
K-Z merchant can vouch for this. 


When highest quality is com- 
bined: with reasonable prices— 
such as in the K-Z Line—then 
the dealer’s opportunities for 
trade expansion are unlimited. 


Write us today for samples and arrangements 
for examining the K-Z Quality Line. 


KALT-ZIMMERS MANUFACTURING CO. 


MILWAUKEE 


WISCONSIN 
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’ JERE is a single sole shoe 

H built strong to with- 

stand barn yard wear 

and other work equally trying, 

but still is soft, pliable and 

tough and as light on the foot 
as a glove is on the hand. 


There’s plenty of room across 
the instep and the “‘Munson” 
Last permits the foot to relax 
naturally. 


Gusset keeps out dirt and moisture. 
Goodyear Welt and soft toe. 


Don’t wait another minute—mail 
your order NOW whether it be for 
one pair or a car load. The shoes are 
on the floor ready to go. 


This is not our only shoe, we have 
many others, as well as a complete 
line of Dress Shoes for men and 
boys. 


We make all the shoes we sell and we make 
more than any other manufacturer in the 
Northwest. 


$3.50 


Number 2840 is same design as 
2830 except that it has two full 
soles and costs 10 cents more. 


Weyenberg Shoe 
Mfg. Company 


Milwaukee, Wisconsin 
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Orders filled 
the day they 
are received 
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Repeat Saleso of Work Shoes 4 


AKE every one of your work shoe customers come back 
and say, “It’s the best work shoe I ever bought—I want 
another pair just like them”. You can do it by selling a box of >) 
“The Tanners’ Own Dressing” with every pair. A mixture of pure SS 
animal grease that nourishes and protects the leather, keeps it soft ~——— 


and pliable, and sheds water. 


IP&AWY Shoe DRESSING 
The Tanner's OwnDressing 


25c size . . $2.00 per doz. $22.00 ..... per gross - 
l5e size .. 1.50 “ Cs Perea oo « 


Sample size .50 ” GHP « «so » © 


$4.00 order—1 d 25c, 1d 15c, 2 dozen sample 
Display stand with two dozen 15c size 


4 






























Recommended and sold by leading manufacturers of 
Heavy Shoes and Shoe Findings, and Harness Jobbers 


PFISTER & VOGEL LEATHER CO. 


MILWAUKEE: : -WISCONSIN 








THE ADVANTAGES OF 


2) 


People quickly resent being P 1 
supplied with merchandise 2 erfection 
=| of inferior quality. - 

They won’t hold yourespon- = Ci 
sible for prevailing high | irclettes 
prices but they will hold you 
to an accounting if you 
couple high prices with poor 
shoes. 


F. Mayer Boot & Shoe Co. 
Milwaukee, Wis. 
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With the Sharp Shoulder and Broad Wear- 
ing Surface 
They don’t scratch floors They do protect 


They don’t wear slippery They do stop uneven wear 
b They don’t drop out The do prevent runover heel 


P Q “4 wf PUT 'EM WHERE THE WEAR COMES 
. AX oT Vial 
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TRADE SUPPLIED BY 


een F. W. Whitcher Co., 3". 
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* THE HOME OF COSYTOES 


1919 Orders for Cosy Toes 
Feltwear Already 
Exceed 1918 


Although our representatives have been on the 
road but three weeks CosyToes orders have 
passed the 1918 record mark and indications 
point to a triple production for 1919. 


_ Fortunately we have increased our factory facilities and all orders 
placed early will be assured of prompt delivery. 


Our representatives are visiting every locality. Wire or write and 
we will have one call and submit the full line and sales proposition. 


.  ~FELTWEAR 


STANDARD FELT COMPANY 


FACTORIES AND GENERAL OFFICES: 
WEST ALHAMBRA, CALIFORNIA 


New York Chicago - San Francisco 
117 East 23rd St. 404 So. Fifth Ave. 117 Market St. 
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18-FT. ininilinesan SHOE eeiaiees OUTFIT : 
OVER 
ag YEAR 


is said to be the volume of the shoe repairing 
business of the United States. 


ARE YOU GETTING YOUR SHARE OF IT? 


If not, let us talk over with you the possibil- 
ities of a repair department. You will be 
interested to know what others are doing. 


United Shoe Repairing Machine Company 


BOSTON, MASSACHUSETTS 
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REG. US. PAT. OFF. 


FRED RUEPING LEATHER CO. 
FOND DU LAC, WIS., U.S.A. 


Veals and Sides for Army Shoes 
for Civilian Wear 


Seneca Veals and Sides in Tan and 
Dark Tan—shades Nos. 110 and 35.- 


Kinnickinnic and X_ Kiunnickinnic in 


Tan and Chocolate. 













A wide range of prices, shades in con- 
formity with demands. These leathers, 
on account of their mellowness and good 
break, are ideal for this specialty shoe. 





Fred Rueping Leather Company 


Fond du Lac, Wisconsin 





—BRANCHES— 


Boston Cincinnati Milwaukee , St. Louis 
New York Chicago San Francisco Montreal 
Northampton, Eng. 
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“SEM\ LEGGINGS FOR ALL PURPOSES 


shipment. 





LEATHER AND CANVASS 





We have a complete stock of all styles that we manufacture and can make prompt 


WE OPERATE OUR OWN TANNERY 


By reason of this we are able to quote you most attractive 


prices and give you the benefit of service unequalled by 


others. 


DO YOU HAVE OUR CATALOG? 


If not, write today. 





—-—-—----~—-~-- 


Hagerstown Shoe & Legging Co. 


Hagerstown, Maryland, U. S. A. 

















Make Buyers 
Out of 
Passersby 


Our special machin- 


ery and methods, to- 
gether with the great 
volume of our business, 
enable us to produce 
distinctive fixtures — 
fixtures that lend char- 
acter and dignity to 
window. displays —at a 
comparatively moderate 
cost. Let us send you 
our catalog. 


























ue ltled. mm Oe de). Fm Cfo). 0-7-0. Bf 
MAKE BUYERS OUT OF PASSERSBY 
LANSING - MICHICAN 


NEW YORK SALESROOM CHICACO SALESROOM 


3S W. 32nd. STREET 234 S. FRANKLIN ST. 





More Men’s Oxfords 
Needed for Spring, 1919 


The soldier who has been wearing 
boots and leggings will jump to these 
Oxfords next Spring, because the last 
is wider at ball, leather is the best, 
workmanship is strong and values are 
right. 
These shoes will be made up as ordered 
—They are not in stock. 
Oxfords:—Leather lined Quarter, Unlined Vamp, 
oe Box, KORRY KROME Out-sole, Goodyear 
elt. 


No. 1129—Chocolate Veal 

No. 1130—Choc. Vanity Calf 

No. 1131—Choc. Waukegan Calf........ 
C, D or E widths, sizes 6-10 and 7-11. 


RELIABLE SHOE CO. 


NATICK, MASS. 
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MAKES THE SHOE A BETTER SHOE 


HE snug fit that characterizes all “Horn Fibre’ counters 
is not just something we ““happened”’ on—rather it is the 
result of the close study of hundreds of lasts, covering the 
entire range of footwear for both sexes and all ages. 


The call for trim style in both men’s and women’s shoes 
necessitates a superior counter. Upper leather costs too 
much to have it depreciated in a shoe, where an inferior 
counter destroys the smart lines. 


| Specify ‘Horn Fibre’’ Counters. 
FIRST WITH THE IDEA, FIRST IN QUALITY, FIRST IN GUARANTEED SERVICE 





This model is used on a 
woman’s high heel oxford. 
Study the length and» the 
tapering lines necessary where 
the weight of the foot is 
thrown forward. 


ROGERS FIBRE COMPANY 


MOUSAM DIVISION 
121 BEACH STREET~— BOSTON, MASS. 


PHILADELPHIA CINCINNATI ST. LOUIS 
WILKINSON & REGER JOHN C.RUPP CO. DENNETT & PRINCE 


. 
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126 West 22nd St.. 


For Quality and Moderate Price 
FISHSON BUCKLES 


are not to be equaled—whether of Silverite set 

Sterling Silver or metal. All 

FISHSON Jewelry sets the standard in price and quality. 
Write for samples or notify our representative to call. 


Seen ishel Sans 


New York N. Y. 


with rhinestones, enamel, 
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DIRECTORY 


OF . 


Wholesale Shoe Dealers, 
Wholesale Findings, 
Department 
Stores 


Part I—Shoe Wholesalers 
A list of shoe Jobbers with names and addresses of 
firms handling general lines, specialty lines, job lots, 
commission manufacturing agents, etc. 


Part II— Wholesale Findings 
A list of wholesale dealers in Shoe Findings, Shoe Store 
Supplies and Leather. 


Part III— Department Stores 
A list of Department Stores selling shoes, including 
the Large General Stores., 
Gives names and addresses of firms and names of Shoe 
Buyers in nearly all cases. 
Three parts bound in flexible red leather to fit vest 
pocket. About 200 pages. Price $2.00 postpaid. 


American Shoemaking Publishing Co. 


683 Atlantic Avenue, Boston, Mass. 
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HOTEL MARTINIQUE 


Broadway, 32d & 33d 
Sts., New York 
Direct Entrance to 
Broadway Subway and 
Hudson Tu " 

One Block from 
Pennsylvania Sta. 
Equally Convenient for 
Amusements, Shop- 
ping or Business. 


Rates $2 Per Day and Up. 


A SPECIALTY 
155 Pleasant Rooms, 
with Private Bath 
$3.00 PER DAY 
The Martinique Res- 
turants are well known 
for good food and rea- 

sonable prices. 








Trade-marks in Foreign 
Countries 


Do you Realize the Importance of Protecting your Foreign 
Trade in Cuba, Mexico, the South American Countries and 
also in Europe, Asia and Africa? 

Certain Foreign Countries award exclusive trade-mark okt 
tive of 


in a trade name or mark to the first applicant, irres 
valuable 


rior use by another. This allows the piracy o! 
Prade-marks i in such countries. 

The Boot and Shoe Recorder maintains a Patent and Trade- 
mark Department fully equipped to promptly handle your 
————_- for Registration of Trade-marks in all Foreign 

‘ountries, as well as in the United States. Address all Inquiries 
to Boot and Shoe Recorder — and Trade-mark Depart- 
ment, 207 South St., Boston, Mass. 


ir 
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ONE OF THE 
NEW TRIM 
MODELS 
FROM THE 
FALL LINE 

















A Black Kid Lace Boot, Louis 
Heel on our new 112 Last 





With a color range of brown and gray 
Nu-Buck, black and brown kid, field 
mouse and patent leather, and with two 
brand new lasts, Johnson Bros.’ line is 
now in the hands of its salesmen. 








The merchant wishing not 
only styles but values will 
do well to see this line 


Mag Pi in fe, Pre 


“Tree Sta te 





JOHNSON BROS. SHOE MFG. CO. 
Hallowell, Maine. 
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Now We Can Deliver U. S. 


“Protected” Rubber Footwear 


Ti 


HE war is over and war restrictions are 
forgotten. 


Yesterday it was our first duty to build rubber boots 
and arctics to comfort millions of soldiers’ feet; we 
were glad to do it and we did. 


But now .our plants are back, full blast, on U. S. 
“Protected” Rubber Footwear for civilians. 


Now Is the Time to 
Stock Up Quick 


No doubt you need rubber footwear badly. Most 
dealers’ stocks are badly off in sizes. 


We can help you now. Rush your order to the 
nearest distributor. 


—_—_ 2 


re, GE 
J United States Rubber Company ay 
i ro New York i nd 
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BOOTS AND SHOES 
Local Flurries Help Reduce Stocks 


Along near the end of last week there 
were signs of a snowfall all along the 
Atlantic Coast. In New York City a 
slight amount fell. It is safe to say that 
several hundred shoe men were hopeful 
that it would keep on snowing until 
Gotham’s streets were buried under a 
foot or two of “‘beautiful snow,’ for 
New York City hasn’t had a total of 
two inches of snow in its streets the 
whole Winter through, and retail stocks 
of rubbers are certainly pretty large for 
this time of year. Monday last, Bos- 
ton’s rubber trade was renewed. To be 
sure, city dealers depend largely upon 
jobbers to carry their rubber stocks, 
but they all have some goods on hand, 
and with such a Winter as the one now 
past, or passing, the aggregate of rub- 
ber footwear in retail stores in the big 
cities must reach a pretty figure. 


TENNIS LINES 


Deliveries Continue and a Good 
Season Predicted 

There is no slacking up of work in 
those factories where tennis lines are 
made. On the contrary, the manu- 
facturers are running to large tickets, 
and are advertising for additional help, 
both adepts and learners. Meanwhile, 
the goods are going forward to jobbers 
and those larger retailers who prefer to 
have their goods early, rather than risk 
delayed deliveries when the early de- 
mand comes. 


CRUDE RUBBER 


Business Moderate, with Small 

5 Price Changes 

That spot rubber is confined to com- 
paratively small amounts is manifest by 
the present position of the market. 
Dealers and manufacturers are buying, 
but sales are small lots, and the orders 
are for immediate delivery. That 
prices have not risen is mainly because 
of the shipments afloat or just landed 
at Pacific ports. Dealing in forward 
has been and continues rather active, 
and April-May delivery transactions 


Weekly 











The Rubb er Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 


SMM NNN MN MT MM 


have been sizable and numerous on the 
basis of 51 %c for first latex and 50%c 
for ribbed smoked sheets, though 4c 
above those figures is now asked for 
May deliveries. A considerable amount 
of business is being booked on July- 
December arrivals, which are firmly 
held at 50c for first latex and 49c for 
smoked sheets. Para varieties are firm, 
but no heavy transactions are reported 
in any grades. Spot prices are as fol- 
lows: 


Upriver fine para.............$0.56% 
ee ar ee 48 
WieeIVGr OORISS. ....... occas .344% 
TROON GORNNO.... 6. 6s. oa eas , eee 
Caucho ball upper............  .34 
Caucho ball lower............ none 
Cameta. . - Sop copes. eae 
First latex geloe CRGNO.. 6.06555. 58K 
er Weer 52% 
Brown crepe. . ee Beeteik tae le 
Centrals and Mexicans inated 37 to 39 
Guayule (20 per cent moisture). .32 
Guayule washed and dried..... 42 
African Mossdl....5 05.560. - 


SCRAP RUBBER 


Market Still Unsatisfactory to All 
Parties 


The scrap rubber market seems to 
have struck the low level and stuck 
there, and yet there are no indications 
that present prices are tempting to 
collectors. A week or so ago there 
seemed to be a tendency on the part of 
collectors to unload their holdings on 
the dealers. But while this was to some 
extent evident, the dealers already 
stocked up beyond the safe limit, and 
reclaimers buying little or none, prices 
remained fairly near stationary, but 
dealers refused to buy. It is hardly to be 
expected that business can improve 
until there comes a demand for re- 
claimed rubber, and with prices of crude 
rubber so moderate,. manufacturers 
show a preference for the latter over 
reclaimed at present quotations of lead- 
ing brands. Collectors are far from 
anxious to stock up further with scrap 
boots ‘and shoes, so retail shoe merchants 
cannot hope to realize very high rates 
for their small holdings. Dealers are 


85 


HURDDDADDORDDLAUAGDAAEDDDEORDDADOD OREO EIGUTDY:. 


SOGRODRGRUDANDONOONEALY 


STOUR 


quoting the following prices they will 
pay collectors, but, as was said above, 
they will not all buy. These normal 
quotations are: 

Scrap boots and shoes: $6.50 to $7.10 
in Boston; $6.50 to $7.00 in New York; 
$6.50 to $6.90 in Philadelphia; $6.25 to 
$6.75 in Chicago. 

Trimmed Arctics: $5.00 to $5.50 in 
Boston; $5.00 to $5.25 in other markets. 

Untrimmed Arctics: $4.25 to $4.75 in 
Boston; $4.00 to $4.50 in New York; 
$4.00 to $4.30 in Philadelphia. 


CO-OPERATION APPRECIATED 

The War Trade Board’s Resolutions 

on the Work of the Rubber Asso- 
ciation 

Secretary H. S. Vorhis of the Rubber 
Association of America has received 
notice from Secretary Lawrence Ben- 
nett of the War Trade Board that the 
latter body adopted the following reso- 
lutions at its January 16th meeting: 

Resolved, that the War Trade Board 
hereby extend their thanks to the Rub- 
ber Association of America, and to its 
officers, members and employees, for 
the valuable services which they have 
rendered to the War Trade Board dur- 
ing the war; and the War Trade Board 
do hereby further express their full ap- 
preciation of the able, efficient and con- 
scientious manner in which said organ- 
ization, its officers, members and em- 
ployees have co-operated with. the 
Bureau of. Imports in the administra- 
tion of the Import Regulations of the 
War Trade Board; 

Further Resolved, that the Secretary 
of the Board is hereby instructed to 
transmit a copy of these resolutions to 
the Rubber Association of America. 


Rubber Notes 

Hon. L. D. Apsley of the Apsley Rub- 
ber Co., Hudson, who has been spend- 
ing a portion of the Winter in Cuba, is 
now in Florida. 

Myron H. Clark, general manager of 
the footwear department of the United 
States Rubber Co., sailed recently for 
an extended business trip abroad in the 
interests of the company. Mr. Clark 
will visit England, France and Italy. 
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The rich beauty of 


Red Stes 


when displayed in 
your Windows wil | 
attract women who 
are considered the 
most desirable and 
profitable class of 
customers you can 
obtain —~ 


E‘P- Reed 8G 
ROCHESTER, N.Y. 
NBW YORK OFFICE 


299 BROADWAY 
W:D-F-GIBSON, MGR. 
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Big Style Drive for Fall 


Lynn manufacturers are preparing 
for a big style drive on Fall footwear. 
They will show to buyers a greater 
variety of fine styles than they have 
presented in any former season. 

Salesmen will start out with the new 
samples after Easter. They anticipate 
that buyers will then be in an excellent 
mood for placing orders for Fall foot- 
wear. The buyers will have turned 
their Easter novelties into cash, and 
will be prepared to plan their Fall busi- 
ness. They expect a_ considerable 
volume of buying during April and May. 

Lynn’s new samples will show an 
abundant variety of boots, nine inches 
high, in both lace and button patterns. 
“We anticipate a plentiful supply of 
leather for Fall footwear” says a leading 
Lynn manufacturer. ‘‘We see no reason 
for featuring oxfords for Fall, in order 
to save leather. Rather do we believe 
in the further development of boots, 
which have profited our trade, and have 
satisfied our ultimate customers, fair 
women.” 


Road Wide Open for New Styles 


Designers are free to exercise their 
skill and good taste in creating new 
styles for Fall, for the Government 
restrictions will no longer prevail. 
Some designers, who chafed under the 
restrictions of war times, are now mak- 
ing the most of their new freedom. So 
new lasts are coming, with even longer 
toes and higher heels, and new patterns 
are also coming in myriad design. 
Leathers are of abundant variety of 
style—in patent, dull, glazed, suede, 
buck and ooze finishes, and in blacks, 
and the several shades of brown and 
gray. 

Lynn manufacturers are blending 
the new lasts, patterns and leathers with 
rare skill, and they are creating new 
styles, many of which will make buyers 
open their eyes, when they see them 
after Easter. 
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News in Shoe Markets 
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ments in America’s Shoe Centers 
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Lynn 


Preparing for 1920 


Committees of the Lynn Shoe Manu- 


facturers Association and of the Lynn 
labor unions have begun a series of 
conferences on the labor situation in 
Lynn, preparatory to a new agreement 
on price lists and shop conditions, to 
take the place of the Endicott agree- 
ment, which will expire in September, 
1920. 

The shops of Lynn are presently 
running briskly, and the Endicott 
agreement between the Manufacturers 
Association and the labor unions is 
standing the test of the readjustment of 
the shoe business to a peace basis. 

Additional Lynn firms have joined 
the Manufacturers’ Association, in order 
to share in the benefits of the agreement, 
and now the Association represents 98 
per cent of the shoe business of Lynn. 


Bears Toothpick Toe Wound 23 
Years 


“You are right, Gentlemen of the 
“Recorder,” in sounding a warning 
against ‘‘toothpick toes’’ remarked a 
foremost authority on fitting footwear. 
“T know it” he continued ‘‘from bitter 
experience. 

“T was a retailer, back in 1896, when 
toothpick toes came into high fashion. 
I put on a pair of them, to set the 
fashion. And you can see what a tooth- 
pick toe did to me”’ said he, pulling off 
his shoe and stocking. 

“Tt twisted around this great toe, so 
that it dislocated the bone in its socket, 
and that bone is still dislocated, as you 
can see by this bunion on the side of my 
foot. If forced the great toe under the 
next toe, and the nail was forced right 
through the flesh of the lower toe, and 
you can see the marks why the surgeon 
cut it out again. 

“T’ve carried these wounds of a 
toothpick toe shoe around with me 
since 1896, and I expect to carry them 
with me as long as I trot about this 
mundane sphere. 
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“There are countless other cases like 
mine, so I believe, Gentlemen of the 
‘Recorder,’ you are right in sounding 
a warning against toothpick toes.” 


Why Pumps Gape 


Buyers are picking pumps for Sum- 
mer. Some may recollect the troubles 
they had with pumps that gaped at the. 
sides. If they do, they’ll be interested 
in what a Lynn designer has to say in 
the matter. , 

“‘Pumps gape at the sides’’ he says, 
“‘because they are made on boot lasts, 
and not on regular pump lasts. A 
buyer should insist on pump lasts for 
his pumps, if he wants pumps that fit. 
It would be worth while for him to 
learn to identify a boot last and a pump 
last. 

“‘When a boot last is used for pumps, 
the foot presses down on the shank of 
the pump, and that makes the sides of 
the pump gape. Some gape so much 
you can put a finger down inside the 
shoe when it is on the foot. 

“When a regular pump last is used, 
the foot bears down on the ball and the 
heel of the foot. This tends to draw 
the sides of the pump as tight as a 
string along the sides of the foot, and 
they fit to the sides of the foot like a 
stamp to an envelope. 

“If a pump doesn’t fit smoothly at 
the sides, no amount of monkeying with 
the heel will make it fit. The trouble 
is in the shank, not in the heel. The 
use of a regular pump last eliminates 
the trouble. So the buyer who wants 
pumps that fit should make sure that 
pump lasts are used for his shoes.” 


The Combination of Comfort and 
Style 


Henry Wood, of Thomas W. Gardiner 
& Sons, last makers, comments on foot- 
wear fashions, saying: 

“Comfort is getting new attention 


- these days, especially in footwear. It’s 


a natural drift. People seek to live in 
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P. J. Harney Shoe Co. 


Factory, Lynn, Mass. 
Boston Office 
183 Eesex Street 











Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 


IN STOCK. Ready to Ship 
Write for Catalog 


1812 Washington Av., St. Louis, Mo. 








The House of. Service 
Novelty Footwear 
IN STOCK 
In Narrow Widths 


VINSONHALER SHOE CO., 
1811 Washingten Ave., St. Leuis 
















WOMENS SHOE SPECIALTIES 
1508 WASHINGTON AVE. 
St. Louis.Ma 


Novelties in Stock 
For At Once Shipment 








The Easiest Selling House Shoes 


9 
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Lane Brothers Co. ,.i..52 ave. Boston 
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more comfort, now the war is over. 
But that doesn’t mean that the women’s 
shoe trade is going back to comfort 
shoes. Style is still supreme. Fortu- 
nately, it is possible to combine comfort 
and style in footwear for women. A 
last, whose fundamental measurements 
are correct, is the basis for a comfort- 
ably. fitting shoe, no matter what its 
style may be, providing it is within the 
limits of reason. 

“The shape of the toe, or the height 
of the heel, are not the fundamental 
measurements of the last. Yet it seems 
a common notion that they are, es- 
pecially among critics of fashion in 
footwear the fellows outside the trade, 
who condemn a shoe because it has a 
slim toe or a high heel. 

“The fundamental measurements of 
a last are in the body of the last, in the 
ball, the waist, the instep and the 
heels. They are longitudinal and 
lateral measurements. To explain them 
would be like elucidating a problem in 
geometry, and that’s too complex for 
the present circumstance. Suffice it to 
say that if the body measurements of 
the last are right, you can put any 
style on it, and combine comfort and 
style, the same as you can make a house 
comfortable by building it right inside, 
and make it stylish by putting on the 
exterior ornamentation.” 


Made His Own Machine 


Showing versatility of Lynn’ shoe- 
makers is this instance: 

J. E. Scott, who has a small shoe 
factory at 344 Broad Street, uses a turn 
sewing machine, which he built himself. 
He built it of an old iron bedstead, of 
an old bicycle frame, of parts of old shoe 
machinery and of miscellaneous junk. 
He made, and assembled the several 
hundred parts of the machine himself 
and adjusted them to run smoothly and 
accurately. He has used the machine 





March 22, 1919 





fora year. While building the machine, 
he invented some new devices for shoe 
sewing machines and he has applied for 
patents on them. 

Mr. Scott has been making shoes and 
machinery for 40 years. He started 
when he was nine. 


The Buyer Dictated the Material 


The Brockton correspondent of the 
“Recorder” recently spoke at length of 
the growing demand of the buyers that 
leather and supplies of recognized 
standards be used in their shoes. An 
instance, of similar nature, is related 
by a Lynn maker of a certain line of box 
toes, who says: 

“T went this week to a maker of high 
grade shoes, to show him how to use 
my goods, as he had flatly refused to 
try my goods when I first offered them 
three years ago. I was surprised and 
naturally was curious to know the why 
and wherefor of his change of mind. 
So'I asked him. His answer, short and 
sweet to me, was this:—‘Our best 
customer says he won’t take our shoes 
unless we put your box toes in them.’ ” 


Lynn Notes 

W. J. Bridgeo, of Allen, Foster & 
Bridgeo, was in Chicago market last 
week. 

Louis M. Winslow, Lynn kid leather 
merchant, has returned from a trip to 
the Pacific coast. 

Goodwin Bros. are making a new last 
with a heel 2% inches high for Lynn 
shoe firms. 

Lynch Shoe Co. is making forty cases 
of welt shoes daily, and is fitting up a 
floor to make fine turn shoes. 

It is said that more electricity is used 
in shoe shops than in any other sort of 
‘common shops. 

Charles Cotter, of Cotter Shoe Co., 
and president of the Lynn Shoe Manu- 
facturers’ Association, is an optimist 
on Fall trade prospects. 


Philadelphia 


Brisk business now is_ reported 
throughout the Philadelphia retail trade 
generally. Everywhere the new styles 
are on display, and with the stimulus 
of more than usual advertising space, 
appear to be moving in fairly satis- 
factory manner for this early in the 
season. 

Blacks maintain their popularity so 
far as the women’s market is concerned, 
though there is developing a demand for 
the darker shades of brown. Centrally 
located merchants declare they expect a 
good business in white buks this season, 





though it is still too early for any 
demand to develop for the real Summer 
styles. 
In the Leading Shops 

One of the city’s leading stores for 
high quality lines is having remarkable 
success with new styles in pumps, 
oxfords and colonials of French taupe- 
gray. This shade is so distinctive that 
it can not be classed with the ordinary 
grays and is completely in accord with 
the demand for rather subdued shades. 
These lines are retailing in the tax- 
bearing class, and are particularly de- 
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signed to meet the requirements of 
those who can afford to indulge this 
early in new Spring wardrobes. Conse- 
quently they are selling exceptionally 
well. 

In men’s lines, oxfords are selling 
well, in view of the unsettled weather, 
and a number of merchants state that 
the demand for the darker shades of 
brown and mahogany appear to be a 
little stronger than was first expected. 
The bulk of the sales, however, are in 
black, with conservative -tastes leaning 
to the blucher style in wide and rounded 
toes, with the younger element going in 
for the straight lace English lasts. 


Philadelphia Shoe Merchants Meet 

The meeting of the Philadelphia Shoe 
Retailers’ Association was held last 
week, and as was expected, the atten- 
tion of the meeting centered on the 
plans for. representation at the State 
Convention at Johnstown. The Phila- 
delphia men will be there in force if the 
interest showed at this meeting counts 
for anything. 

C. J. Mensch was in this city last 
week, both on business for his firm and 
in connection with convention matters. 


First Ad of Geuting’s New Store 

A feature of the local situation last 
week was the first advertising announce- 
ment to the public of the new Geuting 
store, on Chestnut Street, opposite 
Wanamaker’s. Work is rapidly pro- 
gressing in the remodelling of the build- 
ing, and one of the most up-to-date 
stores in the country is promised, in a 
distinctive exterior, the latest word in 
interior appointments, and in the 
quality of stock carried. 


FIELD IN SHOE REPAIRING 


N. S. R. A. Helping 


For some time past the Headquarters 
of the National Shoe Retailers’ Associa- 
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tion has been studying the situation 
in shoe repairing. And as an item of 
service to members of the National 
Association, a pamphlet on the oppor- 
tunities and methods of conducting 
repair departments on the basis of 
profit rather than simply convenience 
to customers is in preparation. This, 
it is announced by Secretary-Com- 
missioner Mirkil will soon be ready for 
distribution. 

In the past shoe merchants have con- 
ducted their repair departments princi- 
pally on the basis of service to their 
customers. But today the transference 
of such departments to a real profit 
producing basis becomes of increased 
importance. 

There is no doubt that the public is 
showing an increasing tendency to get 
the utmost out of its footwear via the 
repair route. The increasing number 
of establishments which devote them- 
selves exclusively to shoe repairing with 
automatic machinery attests this. These 
shops are always busy, and with the 
kind of business which formerly went 
exclusively to the shoe merchant or the 
“little shoemaker around the corner.” 

It is pointed out that retail quite 
generally have allowed to slip away 
from them a class of trade which under 
present conditions would help con- 
siderably in lightening the burden of 
overhead, and the N. S. R. A. has 
noted a marked increase of interest of 
late in the methods of re-organizing 
shoe repair departments along modern 
intensive lines. For this reason it 
undertook the work, the results of which 
will be placed before its members in 
pamphlet form. 

In addition, Headquarters has on 
file a vast quantity of data concerning 
the more technical side of this question 
and is prepared to give full information 
upon request. 


Rochester 


Rochester Retail Merchants Discuss 
Luxury Tax 

Members of.the Rochester Retail 
Shoe Dealers’ Association, at their regu- 
lar weekly luncheon at the Chamber of 
Commerce, March 14, discussed the 
new revenue bill and the many phases 
that affected the retail shoe business. 
The attention of the members was called 
to the fact that the bill provides a tax 
of 10 per cent on shoes retailing for more 
than $10, and the same on hosiery where 
the retail price is above $1 for men’s and 
boys’ stockings, and $2 for women’s 
hosiery. This tax, according to the 
wording of the bill, is to be paid by the 


consumer and it is probable that a sys- 
tem of tags will be arranged whereby 
the purchaser will be acquainted with 
the amount of the taxation. 


A Popular Plan 


The most popular plan suggested was 
to adopt a price tag and mark it in such 
a way to show not only the tax but also 
the prevailing price of the shoes or 
hosiery. The tag would then bear 
three figures, one the regular price of 
the shoes, $14; secondly, the amount of 
tax to be paid, 40 cents; and thirdly, 
the selling price of the shoes, which in 
this case would be $14.40. There was 
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some discussion as to the use of the term 
“selling price,’”’ some of the retailers 
arguing that the selling price of the 
shoes in the specific order mentioned 
above would be $14 and that the term 
“amount due,” or like phrase, should be 
imprinted on the tags. This method, it 
was said by the retail merchants, would 
not permit unscrupulous merchants to 
take advantage of the condition and 
charge an even $14.50 for the shoes and 


. thus ring up the extra 10 cents not 


called for by the Government. 


President Pidgeon Has a Word 
to Say 


In speaking of the tax and the plan 
to be adopted, President William Pidg- 
eon, Jr., said, ““The retail shoe dealers 
of Rochester are resourceful, and I am 
sure that after we have exchanged ideas 
on publicity for the tax, education of 
sales forces, accounting, etc., some effi- 
cient means will be devised. This lux- 
“ury tax should be worked out in a uni- 
form way. One store should not be 
permitted to advertise price including 
tax while another store is advertising 
price without the tax. When we learn 
more about the construction of the new 
tax law, the committee which I shall 
appoint will work for the best interests 
of both the merchant and the shoe buy- 
ing public.” 


Favors Round Table Duscussions 


Harry H. Phelan, secretary of the 
Retail Shoe Dealers’ Association of New 
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York State, visited the Ohio Shoe 
Dealers’ Convention with E. N. Park, 
president of the New York Association, 
and was much impressed with the round 
table discussions led by Charles Dore- 
mus and C. K. Chisholm. Mr. Phelan 
believes that these talks alone made the 
convention worth while. 


William Pidgeon Boosting 
Rochester 

William Pidgeon, president of the 
Rochester Retail Shoe Dealers’ Associa- 
tion, is now fully recovered from his 
recent operation and is again back on 
the job ,boosting Rochester as the con- 
vention city for the first convention of 
the New York State Shoe Dealers’ 
Association. 


State Industrial School to Teach. 
Shoe Making 

At the annual meeting of the board 
of managers of the State Agricultural 
and Industrial School, it was announced — 
that a new feature in vocational train- 
ing had been added to the curriculum, 
and that Clarence J. O’Connor had been 
engaged to teach shoemaking. 


Geneva Retail Merchant 
Incorporates 

Incorporation papers for W. W. Dus- 
enberry, Inc., New York, with a capital 
stock of $3,500, have been filed with the 
Secretary of State. The directors are 
W. Wallace Dusenberry, Jasper B. 
Stall, and Elizabeth B. Dusenberry, all 
of Geneva. 


Chicago 


Ideal, sun-shiny weather during the 
first three days of last week put an ac- 
tive spark into the retail business and 
was instrumental in creating a volume 
of business for low shoes that was pleas- 
ing to all merchants. However, this 
good weather was supplemented by un- 
expected and extreme cold weather that 
hampered business for the balance of 
the week, to such an extent, that what 
was starting out to be a record-breaking 
week proved only one of inconse- 
quence. 

Business among the shoe stores is 
generally in a normal state. It cannot 
be said that the stores are busy to 
capacity, or that the merchants are do- 
ing the volume they would like, but 
they are all confident that with the open- 
ing up of pleasant weather and with the 
gradual approach of Easter shoe selling 
will again resume the roseate hue that 
it has known in its most halcyon 
‘days. 


Eighty Per Cent Low Shoes 


The demand for boots is extremely 
light, despite a spell of cold weather that 
visited Chicago and despite the very | 
marked price reductions that have been 
placed on a considerable of these styles 
by many of the stores. 

It is safe to estimate that high cuts 
represent about 20 per cent of the total 
sales in the average Chicago shoe 
store, while 80 per cent of the 
volume is on low shoes, the latter 
which can be divided 50-50 between 
oxfords and pumps. 

The call for black suede oxfords con- 
tinue to be the most strong, while there 
is still a strongly prevailing demand for 
satin oxfords, as well as brown kid and 
brown calf, the latter with military or 
cuban heels. All styles of pumps are 
selling in a good manner, their increas- 
ing popularity being apparent every- 
where. 
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Pushing Sport Shoes 


The Athletic Shoe Co., 1427-1433 
Carroll Ave., who rank as the largest 
manufacturers of sheepskin footwear in 
the country, are now represented in all 
territories with their complete line of 
sport shoes, which they have been mak- 
ing for many years. In this line are 
included many new models of tennis, 
golf, bowling, basket ball, running and 
jumping, gymnasium, football, boxing, 
skating, outing and camping shoes. 
Mr. I. J. Drielsma, president of this 
concern, in an interview, says: 

“While the recent Government Tax 
Revenue Act has affected the athletic 
shoe business to the extent of placing a 
tax of 10 per cent on all goods of this 
nature, yet the sporting spirit of Amer- 
ica can never be dampened by such 
blind action on the part of close-vis- 
ioned Congressmen. Sport occupied 
too big a part in military training to be 
forsaken at home or on the sand lots by 
amatéur or professional followers of 
baseball, golf and other clean, man- 
building sports. 

Sporting goods will sell in as large 
volume as in any previous year, if not 
in a bigger way, and it is hoped that 
when the tax law designers see that 
their action is not affecting the profes- 
sional men, at whom the tax was prim- 
arily aimed, but the everyday boy and 
young man who finds in sport recreation 
and the building up of a spirit which the 
United States is desirous of fostering, 
then will it be quickly withdrawn. In 
the meantime, I feel confident that buy- 
ing of sporting wear will go on as hereto- 
fore.” ; 


The Acme Rubber Heel and Sole 
Company Elect Officers 


The annual meeting of the stock 
holders of the Acme Rubber Heel & Sole 
Co., Elyria, Ohio, manufacturers of 
fibre heels and soles, was held on Jan- 


uary 14th, at which time a new board 
of directors was elected. The officers 
for the ensuing year are: C. C. McDon- 
ald, president; A.J. Robson, vice-pres- 
ident; R. E. Griswold, secretary; H. A. 
Crandall, treasurer; and B. W. Rote, 
general manager. G. Kolinski and E. 
M. Brush were elected additional di- 
rectors. 
Wholesale Conditions 


Wholesalers of women’s novelty shoes 
report a most unusual activity in buying, 
by merchants of both the immediate 
vicinity and outlying states. This buy- 
ing is not limited only to low shoes, 
according to the reliable reports fur- 
nished by the trade, but boots are hav- 
ing an exceptionally good call. 

The demand is particularly keen for 
black, gray and brown kid boots, for 
immediate as well as for future delivery. 
In low shoes, the wholesale houses are 
having a tremendous call for welt ox- 
fords in black and brown kid, patent 
leather turn oxfords, as well as dull kid. 
Pumps are now moving more rapidly 
than ever before, the tendency of the 
merchants to colonials and tongue ef- 
fects being very much pronounced. 


Chicago Notes 


The Acme Rubber Heel & Sole Com- 
pany, Elyria, Ohio, recently opened 
Chicago offices at 208 No. Wells St., 
in charge of B. W. Elwert. 

Henry Kleine and Company are dis- 
tributing a new style spat which is 
meeting with great favor by the trade. 
They are calling this the “Bootie Spat,” 
from which they have eliminated the 
buckle at the bottom, but have retained 
its good fitting qualities by bringing the 
back of the spat to fit just above the 
heel seat. Besides being made in the 
standard materials, the company has 
just added new models in satin and 
silk. 


St Louis 


No Change in Prices 

The departure of a considerable num- 
ber of the salesmen of the St. Louis 
wholesale houses—in fact of most of 
them—for their territories gives oppor- 
tunity for a survey of the lines now 
being presented to the retail trade, with 
especial reference to the prices asked 
for the footwear which is available in 
the lines for the late Summer and early 
Fall. A review made during the past 


week shows that there has been no 
material change in the prices asked by 
the manufacturers and wholesalers 
from those of the past season. 


While 


readjustments of the specifications and 
costs have been made in nearly all 
instances it is apparent that no lower 
prices are being asked in the sense that 
there has been a reduction due to 
changed conditions following the war. 
Some numbers have been priced a little 


lower, but there is plenty of evidence 


that in other numbers there has been 
an advance with the result that the 
lines taken all the way through will 
average about where they stood during 
the season just closing. There may be 
changes later, but so far there is no 
evidence thereof on the horizon. 
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The situation just noted applies to 
women’s and children’s shoes, to men’s 
shoes and likewise to the service types 
of footwear, as well as comfort and 
staple lines. The men have been in 
their territories scarcely long enough 
to determine just how the buying is to 
run, but although so far there has been 
evidence of conservatism in placing 
orders, it is generally the belief that the 
retail merchants will run to as heavy 
a volume in the final analysis as in the 
past. Moreover the collections re- 
ported show that retail merchants have 
been having a good trade, are in funds 
and are still doing a good business, all 
of which augurs well for ultimate 
activity of the desirable kind. 


One of War’s Best Stories 


One of the “One hundred best stories 
of the war” to be used in connection 
with the coming Victory Loan campaign 
relates to the son of an executive in 
the Hannibal plant of the Interntaional 
Shoe Co. It tells of an experience of 
Sergt. Arthur Forrest, son of William E. 
Forrest of 112 South Maple Street, 
Hannibal. As cabled to this country, 
the story runs: “While the progress of 
his company (D) was held up by a rain 
of fire from six enemy machine guns, 
Sergt. Forrest alone worked his way 
forward to within fifty yards of the 
nest before being discovered. Charging 
the nest he drove out the entire enemy 
in disorder, killing one with his rifle. 
Writing to his father about the incident 
Forrest said that the enemy force which 
he attacked had killed some of his best 
pals in the American Army. The inci- 
dent occurred during the fighting 
around St. Mihiel last Fall. Some of 
the enemy were mere youths according 
to Sergt. Forrest. Prior to going to 
France, Forrest was a base ball player 
in the Three I league. 


' An Exhibition in Good 
Salesmanship 

At a recent meeting of the St. Louis 
Salesmanship Club the feature of the 
evening was an effort of two retail shoe 
salesmen to sell a pair of shoes to the 
local manager of one of the large life 
insurance ‘companies, who raised more 
objections to the shoe offered to him 
than were ever dreamed of. One of the 
salesmen was from the Hutcheson Shoe 
Co., and the other from the local Walk- 
Over branch. The candidate for the 
purchase utilized every method possible 
to evade a purchase from physical 
infirmities, such as deafness, to kicks 
of the most extensive character. 
Honors were easy when the exhibition 
was closed. No sale was made, but the 
audience was of the opinion that the 
deaf customer should have bought. 
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Shoe Merchants Opposing Shoe War 
Tax 


The failure of Congress at Washing- 
ton to repeal the war tax on wearing 
apparel as was planned has led to 
preparations on the part of St. Louis 
retail merchants of every class, and 
especially the shoe stores carrying strong 
lines of shoes selling above the maximum 
price, to carry on a campaign for the 
earliest possible action at Washington. 
The cumbersome character of the ma- 
chinery necessary to levy the tax, the 
trouble created for the retail merchants 
and: other problems involved, will be 
strongly represented to the authorities 
to bring about action. . 


Company Formed to Boom Export 
Trade 


The St. Louis Chamber of Commerce, 
through its Foreign Trade Bureau, is 
proceeding with the formation of a 
company of $25,000,000 common and 
$25,000,000 preferred stock capital with 
which to strengthen St. Louis com- 
mercial operations in foreign markets 
and enable St. Louis houses to handle 
more export business in a more satis- 
factory manner. Banking and heavy 
commercial interests, represented by a 
directorate of fifteen of the biggest 
bankers and business men of the city, 
will handle the affairs of the company 
which will operate as a buying and 
selling agent and also handle accept- 
ances to finance business opera- 
tions. 


George Warren Brown Recovering 


George Warren Brown, chairman of 
the Board of the Brown Shoe Co., is 
recovering from a_ serious surgical 
operation which he underwent some 
time ago at the Johns Hopkins Hospital 
in Baltimore. Mr. Brown went to the 
hospital early in February and none 
but his most intimate associates knew 
of his intentions until his recovery was 
announced. He is expected to return 
to St. Louis within a short time. Mrs. 
Brown accompanied him to Baltimore 
and remained with him. 


More Welfare Work 


The International Shoe Co. has com- 
pleted plans for the installation of a 
rest room and accompanying welfare 
work in the plant of the company at 
St. Charles, Mo., where there are more 
than 700 workers, mostly women. The 
rest room will be for the women and 
girls in the plant and is being fitted up 
in the south wing of the factory on the 
third floor. A sick room is also being 
arranged and a trained nurse will be 
placed in charge. 
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Jackson Johnson Working for St. 
Louis 


Jackson Johnson, chairman of the 
Board of the International Shoe Co., 
has been chosen head of an organization 
formed to press an enabling act which 
will permit St. Louis to annex suburbs 
which are in reality parts of the city, 
but which are separated therefrom by 
geographical rather than physical lines. 
Something like a hundred thousand of 
population is embraced in the thickly 
settled sections along the edge of the 
city boundary and Mr. Johnson’s 
organization will endeavor to find a 
way to bring them into the city. 


Off for Month’s Vacation 


John A. Bush, president of the Brown 
Shoe Co., has left for a month’s vacation 
on the Pacific Coast, accompanied by 
his wife and daughter. During the trip 
he will incidentally look into the shoe 
business of some of the larger cities 
which he visits and he has also just 
completed a tour of a number of the 
larger cities of the Eastern seaboard in 
which the lines of his company are being 
handled. 

The Brown Shoe Co. has completed 
the installation of a new Lamson tube 
of four inches diameter, to handle orders 
and mail from the office to the manu- 
facturing offices on the upper floors of 
the headquarters house. This is in 
addition to the general tube service 
recently installed and required special 
air pressure equipment for its operation. 


Harry Ostermeyer in Charge 


Harry Ostermeyer has been put in 
charge of the factory buying of manu- 
factured shoes for the selling depart- 
ment of the Brown Shoe Co., succeeding 
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Walter Watkins who was recently sent 
to the Dixon, IIls., factory of the com- 
pany to take charge as superintendent. 
Mr. Watkins has been engaged in the 
shoe business in practically all its 
manufacturing branches from the begin- 
ning of his business life and is well 
equipped for his new position. Mr. 
Ostermeyer has also received practical 
training in the Brown organization 
fitting him for his new position. 

The Foreign Trade Bureau of the 
Chamber of Commerce of St. Louis is 
making arrangements for an excursion 
of manufacturers and jobbers of St. 
Louis to central and South American 
points next Fall for the purpose of 
cultivating markets for Mississippi 
Valley products. The trip will be made 
under the auspices of the Mississippi 
Valley Association of which F. Ernest 
Crame, chairman of the Foreign Trade 
Bureau of the Chamber of Commerce is 
vice-president. 


A Four of the Orient 


Theo. R. Samuels, president of the 
Samuels Shoe Company, left St. Louis 
this week for San Francisco where, with 
friends, he will embark for a several 
months’ tour of the Orient. He plans 
to stop at Honolulu and also to travel 
in Japan and China, touch at the sea- 
ports of India, visit Egypt and return 
through Europe, possibly visiting the 
war zones, if it is permitted. Others in 
the party will be Julius A. Baer, vice- 


president of the Stix, Baer & Fuller- 


Dry Goods Co., and David Sommers, 
the St. Louis capitalist. All three men 
have so arranged their business affairs as 
to leave no opportunity for them to be 
disturbed by business news from home 
during the pleasure trip. 


Milwaukee 


Factories Fully Occupied 


Milwaukee shoe factories are being 
kept busy at maximum capacity by a 
steady stream of business, although 
reports from the traveling men in most 
instances continue to tell of a certain 
degree of hesitancy on the part of the 
retail trade in making commitments on 
Fall and Winter requirements. Buying 
out of stock and for Spring and Summer 
business is of excellent volume and most 
factories have more orders than they 
can conveniently handle according to 
delivery specifications. This is a condi- 
tion that not only has been argued 
against by the manufacturers during 
the past winter, but is now being im- 
pressed upon the retail merchants. 
Unless merchants place their orders for 


/ 





future delivery, they cannot expect to 
receive merchandise at the time and in 
the volume that they specify, with the 
result that there will be many disap- 
pointments. 


Retail Business Satisfactory 


Although the immediate period is of a 
““‘between-season”’ character, business is 
reported satisfactory by local shoe mer- 
chants, with prospects that the begin- 


ning of Spring will see a decided revival 


of trade. Next week is ‘Style Week” 
in Milwaukee, and from March 24 to 
29 all shoe stores and other retail mer- 
chants will join in a widespread move- 
ment to stimulate business with the 
consumers by concentrating upon Spring 
styles. It is hoped to make Milwaukee 
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Where to Buy 


MEN’S SHOES 


~KNIPE BROS. 


MAKERS OF MEDIUM PRICE 
McKAYS and WELTS 
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Factery WARD HILL, MASS. 
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the style center of Wisconsin and Upper 
Michigan in this manner. Heretofore 
the first week of Spring and the first 
week of Fall have been set aside by 
various merchants individually to put 
“pep” into business. From now on all 
retail stores are getting together to 
make these weeks real occasions of 
popular attraction. The newspapers 
are lending their unstinted support and 
it is safe to say that every man, woman 
and child in Milwaukee at this time 
knows that next week is style week. 


Many Factories Growing 

The growth of the shoe industry in 
Milwaukee and throughout Wisconsin 
is continuing at a rate that is most 
encouraging to all connected with it. 
Many factories in city and state are 
undertaking important plant extension 
projects to make production more com- 
mensurate with the volume of business. 

The Weyenberg Shoe Mfg. Co., 130 
Reservoir Avenue, Milwaukee, will re- 
place its present branch factory at 
Beaver Dam, Wis., with a new plant 
costing between $100,000 and $125,000. 
Plans have been made for a three-story 
building, 50 by 200 feet in size, which 
will be located on a site donated to the 
company by business men of Beaver 
Dam as an appreciation of the industry. 
Work will begin as soon as weather con- 
ditions permit. 

The Wobst Shoe Co., 411-415 Vliet 
Street, Milwaukee, originally estab- 
lished as a felt footwear concern, but 
since November engaged also in making 
leather wear, will enlarge its plant and 
install much additional equipment. The 
capital stock has been increased from 
$25,000 to $100,000 for this purpose. 
Paul F. Wobst is president and mana- 
ger. 

The Marathon Shoe Co., Wausau, 
Wis., will break ground within a few 
days for a two-story factory addition, 
40 by 55 feet, plans for which are being 
completed by Oppenhamer & Speer, 
local architects. This concern was 
established only a few years ago, but 
long ago outgrew its facilities and now 
finds it convenient to make necessary 
extensions. S. J. Pentler is secretary 
and general manager. 

The Edmonds Shoe Co., Milwaukee, is 
installing new machines and otherwise 
enlarging its facilities to bring its out- 
put up to 2,000 pairs a day by May 15 
or June 1. The capacity was increased 
to 1,500 pairs only two months ago. 

This company which started in busi- 
ness last July, is making but one shoe 
in one leather over one last. Orders 
already received for immediate as well 
as future delivery, more than justify 
the above mentioned increase of 500 
pair per day. This shoe is based on the 
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standard Munson last and several im- 
provements have recently been made in 
the pattern. The Edmonds ‘Foot- 
Fitter’ which is made of genuine 
“Edmo” calfskin of a dark, rich mahog- 
any shade is now made with top facings, 
hooks and tongue. This shoe is Munson 
in forepart and combination in waist, 
instep and heel. 

Numerous other factories are consid- 
ering details of enlargement but are not 
yet ready to divulge plans. 

The Luedke-Schaefer-Buttles Co., 
317 Mineral Street, has changed its 
corporate style to lLudeke-Schaefer 
Shoe Co., and increased its capital stock 
from $75,000 to $120,000, preparatory 
to making an important increase in 
output. Edward A. Luedke is president 
and general manager. 


Making Places for Men 


A suggestion recently made by the 
Rev. Herbert Noonan, S. J., president 
of Marquette University, Milwaukee, 
that women should consider it a pat- 
riotic duty to step out of men’s jobs 
and give the returning soldiers and 
sailors an opportunity to re-establish 
themselves in civil life, is receiving 
cordial support. Among the expressions 
which have been made from within the 
shoe industry on this subject is the fol- 
lowing, by Mrs. Letha Smith, employ- 
ment manager at the Nunn, Bush & 
Weldon Shoe Co.: 

“With corditions as at present, I 
feel that men need work much more 
than women. The question seems to be 
how to accomplish necessary readjust- 
ment. I am not in favor ofdischarging 
women, although I do think that women 
should drop out wherever possible and 
give men a chance. In our plant we are 
facilitating the change by transferring . 
women from the men’s departments 
whenever women drop out of the female 
departments. The places thus vacated 
are filled with men. So far about half of 
our factory has been readjusted on this 
basis and we feel that the plan is work- 
ing out splendidly, with no disadvantage 
or detriment to anyone.” 


Fighting ‘‘Substitute’’ Bill 


Shoe manufacturers and other makers 
of wearing apparel of all classes, to- 
gether with merchants, are making a 
vigorous fight against the passage of the 
so-called Buckley bill before the state 
legislature, which would require a label 
to be placed on shoes and.other apparel 
containing artificial leather or other 
artificial materials. The clause of the 
bill referring specifically to shoes reads 
as follows: 

“‘No shoes or other article used for 
foot wear, which contains or is made 
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of any other materials than leather 
and the usual fastenings and finish- 
ing materials, shall be offered for sale, 
or shall any person have the same in his 
possession with the intent to offer for 
sale, unless there shall be attached, in a 
conspicuous place, to each such shoe or 
other article of foot wear, a label on 
which is printed, in plainly legible type, 
a statement of the other article of foot 
wear, together with a true and exact 
statement of the composition thereof.” 
‘‘Manufacturers are opposed to the 
bill because if it should be passed the 
manufacturer will be compelled to man- 
ufacture a separate line for Wisconsin, 
because other states do not have such 
a law,” said Leo K. Fishell, secretary of 
the Men’s Apparel Club of Wisconsin, 
composed of travelers. ‘‘Most manu- 
facturers are honest about what they 
put into their goods, and this measure 
would cause a great deal of unnecessary 
expense, annoyance and trouble.” 


Well-Known Shoe Merchant Dies 


John F. Guenzel of Guenzel & Lucas, 
shoe dealers, 731 Third Street, Mil- 
waukee, died March 8 at his home, 927 
Holton Street, from influenza and com- 
plications, after an illness of less than a 
week. Mr. Guenzel was born in Mil- 
waukee 38 years ago, and in 1908 estab- 
lished the present store on upper Third 
Street in association with Harry H. 
Lucas. This store has grown to be one 
of the most widely known and best 
patronized on the North side. Mr. 
Guenzel served as a director of the upper 
Third Street Commercial Club and was 
a prominent member and worker in the 
Milwaukee Shoe Dealers’ Association. 


Addition to P. & V. Plant 


The Bay View tanneries of the Pfister 
& Vogel Leather Co., Milwaukee, are to 
be enlarged this year to provide much- 
needed facilities to accommodate the 
rapid growth of business. An invest- 
ment said to be in excess of $125,000 
will be made at the Bay View branch, 
one of the largest of the P. & V. proper- 
ties. C. P. Bossert, chief engineer, is 
designing a fireproof factory addition, 
100 by 125 feet in size, and seven stories 


BOOT AND SHOE RECORDER 


high, work on which will commence 
shortly after April 1, according to pres- 
ent plans. 


Badger State Retail News Items 

Elmer J. Quist will open a new shoe 
store at Rhinelander, Wis., on April 1. 
Mr. Quist formerly was engaged in the 
retail business at Flint, Mich., but for 
several years he has been in charge of 
shoe sections of large department stores 
in Rhinelander. He will deal in a gen- 
eral line of footwear. 

Kasten Bros. Shoe Co. is the name of 
a new retail concern which has opened 
for business at Appleton, Wis. The 
owners are Ray and Clarence Kasten, 


who have had wide experience in local * 


shoe and department stores. They will 
handle women’s, men’s and children’s 
goods. 

Malec Bros., 26 State Street, Madison 
Wis., have changed their style to Malec 
& Malas. John Malec, Sr., who founded 
the business in practically its present 
location forty-one years ago, has retired. 
His interest has been purchased by 
Nicholas Malas. 

A. .D. Foster, Janesville, Wis., has 
opened his new shoe store and repair 
shop at 223 West Milwaukee Street. He 
formerly conducted an exclusive repair 
shop at 215 West Milwaukee Street and 
now will make a feature of the retail 
business. His former location has been 
taken by Joseph Dunbarra, formerly of 


Cuba City, who will specialize in quick ' 


repairs. 

John Bohnaker & Co., Platteville, 
Wis., have reopened for business in the 
Snowden block. The former store in the 
Realty Building was destroyed by fire 
several weeks ago. 

O. A. Haase, Oshkosh, Wis., has pur- 
chased the Watson building at 1723 
Main Street, Marinette, Wis., and will 
use it for his Marinette branch store, 
which was opened several years ago. 
The transfer probably will not be made 
until September 1, as the building will 
be reconstructed and made strictly up- 
to-date. Mr. Haase paid $21,000 for 
the property and will invest about 
$7,000 in improvements. G. A. Denzine 
is manager of the local store. 


Cincinnati 


The demand for women’s low shoes 
has been noticeably increased. Along 
with the growing demand for oxfords 
and pumps is also the greater demand 
for gaiters. Merchants report that this 
article of women’s footwear is more 
popular this season than for many 
seasons past. The manufacturers of 
spats and gaiters have improved their 
article from the standpoint of beauty 


and fitting qualities to such an extent 
during the past year that nearly every 
woman is beginning to think it neces- 
sary that she have a pair ready for use 
at any time. 


Many Louis Heels Worn 
The most frequent sales at the ladies’ 
shoe stores here is in the dull pump or 
oxford along with a pair of gaiters of a 
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Introducing 


Our New Trade-Mark 


The E-Z Walk Line of Felt and Novelty Slippers has been christened 
“FOOT-PALS”; a word that does full justice to its qualities. In buying 
these “FOOT-PALS” you are assured of getting the most modish and 
carefully made slippers in America at the price. 


Every Shoe Retailer should carry an assortment of ‘““FOOT-PALS” be- 
cause they are bound to prove extremely profitable. Write us for your 
nearest jobber. 


The E-Z Walk Mfg. Co., Inc. 


62-70 West 14th St. New York City, N. Y. 
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harmonizing color. Patents too are in 
very great demand, in fact are sold in 
as many instances as the dull kid. 
Black satin colonial. pumps and suedes 
are also selling especially well. More 
shoes with the Louis heels are being 
worn this year than was the case during 
the war. 


Buckles Selling Rapidly 


Cut steel, beaded and rhinestone 
buckles are being sold as fast as the 
merchants can get them. As _ the 
warmer weather comes on the women 
are wearing colonial footwear to greater 
degree for the street as well as for dress. 
One merchant stated this week that he 
has sold his buckles up before they have 
arrived. 

With the exception of one or two of 
the local factories the sales representa- 
tives are getting out into their terri- 
tories this week. Reports from those 
salesmen who have already hit the trail 
for business are good, pointing out that 
the orders thus far booked are an 
indication of a good season on the 
whole. 


Women’s Attractive Shoe 
Department 


The new department in ladies’ foot- 
wear which the Smith-Kasson Company 
is installing on their fourth floor is to 
be one of the most attractive in the 
Middle West. The entire floor formerly 
occupied by the general offices of the 
company is to be given over to this new 
department and the remodelling work 
already completed shows that théy are 
going to considerable expense in making 
it one of the most up-to-date. 


An Active Convention Committee 


The activities of the local committees 
working on the preparations for the 
forthcoming convention of the National 
Association of Shoe Finders to be held 
here June 16-17-18 at the Gibson Hotel, 
show already that considerable interest 
is being displayed. George W. Steven- 
son, vice-president of the association, 
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is in charge of all the preparations and 
states that he has so far enjoyed the 
co-operation of the members, not only 
of the findings industry, but also of the 
shoe manufacturing industry here. 
Every indication points towards a large 
gathering. . 


-Cincinnati News Items 


The O. K. Dorn Shoe Company, 
selling the Ground Gripper shoe, is 
increasing its capacity for business by 
acquiring the store next door. This 
means that they have doubled their 
floor ‘space. 

J. P. Orr, president of the Potter 
Shoe Company, having spent the past 
six weeks on his usual Winter’ vacation 
in Florida, is expected back at his desk 
about April Ist. 

John Gregg, vice-president of the 
Wise, Shaw & Feder Company, returned 
the latter part of last week from 
Chicago and reports good business from 
his men who have been in their ter- 
ritories two weeks. Mr. Gregg left for 
the South this week, to call on the 
trade. 

W. S. McKenzie, president of the 
Helming McKenzie Shoe Company, 
who is one of the prominent members of 
the Boot and Shoe Recorder party to 
Europe and the only representative of 
the Cincinnati market is expected home 
the last of this week. 


Roth Shoe Mfg. Co. Moving 


The Roth Shoe Manufacturing Com- 
pany a year ago leased the old Bearing 
building formerly occupied by the Val 
Duttenhofer Sons’ Company as factory 
Number 2. Their lease begins next 
month and preparations are now under 
way for moving their equipment from 
the factory they now occupy on Court 
Street. Their new factory is located at 
Sixth and Sycamore Streets. The move 
means a doubling of their capacity, 
enabling them to increase their daily 
output to two thousand pairs a day. 
Their cutting and fitting rooms will be 
moved during the next two weeks. 


Columbus 


Sixty-eighth Birthday 

Commemorating sixty-eight years of 
successful merchandising The: F. & R. 
Lazarus & Co. are holding their annual 
anniversary sale. Only at a time like 
this is the-buying public able to obtain 
such high grade merchandise at the 
prices that are quoted at this well- 
known store. They are showing some 
of the best shoes on the market today 
at greatly reduced prices; these price 


reductions occur in the several shoe 
departments of this store. In the 
women’s department they are showing: 
women’s patent colt pumps at $5.68, 


patent colt and dark brown street 


oxfords at $5.68; splendid new boots in 
dark brown kid and black kid with 


welted soles, Louis heel or military heel: 


at $6.68 and $7.68 are also on 


display. 
These are just a few of the bargains 
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that have been arranged for this anni- 
versary sale. 


Spring Shoe Style Week 


The past week could be designated as 

Spring shoe style week by the local 
merchants owing to the beautiful dis- 
play of Spring footwear that the mer- 
chants have had displayed in their show 
windows. Local merchants are dis- 
playing a wide range of styles. 
* The past week shows an increase in 
the number of types of white footwear, 
both high cut and low cut, for Easter 
and for Spring and Summer sales. 
Boots, oxfords and pumps are selling 
well according to local merchants. The 
lasts displayed are all of the long and 
slim style, both in Louis heel and mili- 
tary heel. Among the styles displayed 
are oxfords of patent, black kid, black 
satin, black suede, white kid, white 
canvas, tan calf and brown leathers 
with Louis heel and military heel. 
Pumps of the same material with flat 
leather bows are shown and with large 
tongues and buckles; the majority of 
pumps with Louis heel. 

Patent leather and black satin ox- 
fords of the five eyelet pattern with 
Louis heel seem to be the greatest in 
demand at this time; pumps with small 
leather bows and with large tongues and 
buckles are also greatly in demand. 

The sale of fancy buckles for pumps 
has been very satisfactory for so early 
in the season. 

Spats in all the lighter colors are 
selling well, while the several merchants 
who carry hosiery along with their shoe 
line report that sales have been good 
on the following colors—black, gray, 


‘champagne and white, about eighty 


per cent of sales being in silk. 


Buying Well for Fall 


Local merchants are losing no time 


in buying Fall goods. The pessimist 
will find no welcome among. the Co- 
lumbus shoe merchants, as all of these 
merchants are planning to place their — 
orders for Fall at the earliest possible 
time. Several of the buyers of the local 
shoe stores have already placed large 
orders with the manufacturers for their 
Fall shoes in the staple lines. Sales for 
January and February were the best in 
history, according to local merchants. 
One enterprising shoe merchant’s sales 
for January and February exceeded by 


about $15,000 the quota which he had 


placed on the business for these two 
months. 
Ohio Retailers Mourn 


The Ohio Retail Shoe Dealers will 
regret to learn of the death of Walter A. 
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McDonald, manager of the New 
Southern Hotel, at which place they 
held their annual convention March 3, 
4 and 5. Mr. McDonald had been ill 
several days previous to the convention, 
but left his bed to attend to the details 
of this meeting, in order to assure the 
shoe merchants of the eo-operation of 
the hotel management. This caused a 
setback which developed into double 
pneumonia and which caused Mr. Mc- 
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Donald’s death on the night of March 
10th. 

Mr. McDonald, who was thirty 
years old, had been manager of the 
Southern Hotel for about a year. Previ- 
ous to this time he was clerk at the 
Neil House, where he thoroughly 
learned the hotel business and became 
widely and favorably known to the 
traveling public. He leaves a widow 
and one child, Mary Virginia, aged two 


Detroit 


The Luscombe Shoe Co., T. L. Lus- 
combe, proprietor, has moved from 
the second floor, Liggatt Building, where 
they have been for some years, to 54 
Library Avenue. This gives this pro- 
gressive firm a location on the ground 
floor. A large vestibule entrance allow- 
ing the display of many shoes leads to 
the spacious sales room, which is well- 
lighted by many domes giving a semi- 
reflected light. The fixtures and car- 
tons are finished in gray. Windows and 
ledges were handsomely decorated with 
artificial flowers and plants. The open- 
ing of the new store was held on March 
12. Women’s shoes and hosiery are 
handled exclusively. 


A Basement Shoe Shop 


Max Meisner, formerly with the S. 
& M. Shoe Co., has opened the Meisner 
Boot Shop in the basement of the build- 
ing, 397 Woodward Avenue. Thesales 
room is a light and airy one, the ceiling 
being unusually high. This also makes 
possible a window display that is almost 
equal to those made in windows of 
ground floors stores. Arrangement of the 
shop is cosey and artistic, raffia furni- 
ture, upholstered with tapestry, being 
used instead of the usual chairs and 
settees. These easy chairs invite the 
customer to “linger longer’ and will 
no doubt aid Mr. Meisner to make many 
additional sales. Women’s shoes will be 
handled exclusively in this shop. 


Adds New Department 


The J. L. Hudson Co. has opened a 
new misses’ and children’s department 
in an alcove sales room adjoining the 
women’s department. This move gives 
the department additional room so 
badly needed for its growing business in 
the women’s department, as well as 
making the children’s department more 
distinctive. The room is being decor- 
ated in approved nursery style, Mother 
Goose rhymes and pictures being 
painted to adorn the wall above the 
fixtures. 

The boys’ shoes have been moved to 


the men’s shoe department in the 
men’s building. 

The shoe department is under the 
management of Charles S. Heath, who 
has made many changes since taking 
charge about a year ago. These changes 
have resulted in a large increase in the 
shoe business done by this firm. 


Local Retail Association Elects 


Officers 


The annual meeting of the Detroit 
Retail Shoe Dealers’ Association took 
place on March 11 in the new R. H. 
Fyfe building. About forty members 
were present. The nominating com- 
mittee presented a list of names for 
election and the following officers were 
elected for the ensuing year: Charles S. 
Heath, J. L. Hudson Co., president: 
S. J. Jay, R. H. Fyfe and Co., Vice- 
president; C. K. Taylor, R. H. Fyfe & 
Co., secretary; M. Edwards, New- 
combe-Endicott Co., assistant-secre- 
tary; James Ertell, of Ertell & Butler, 
treasurer. The following were elected 
directors: Thomas J. Jackson, Thomas 
J. Jackson Co., Inc.; V. B. McBryde, 
“Ye Booterye;’’ Thos. Jefferies, Crow- 
ley-Millner Co. 


Discuss Luxury Tax 


The luxury tax was freely discussed 
and the concensus of opinion was that 
it was an unjust tax and likely to create 
friction between the shoemen and the 
Government officers. The matter is 
being taken up with President Geuting 
of the National Association. 

After the meeting, R. H. Fyfe & Co. 
did the honors, supplying the smokes. 
A tour of inspection was made of the 
new building, eliciting many commenda- 
tory remarks from those present. 


New Stores Open 


Thomas J. Jackson, formerly mana- 
ger of the Rogers Shoe Co., better known 
as ““Ye Booterye,”’ will open a new shoe 
store at 19 Adams Avenue, E., where 
men’s and women’s shoes will be fea- 
tured. The date of the opening depends 


99 


largely upon how soon the alterations 
to the store can be completed. and a new 
stock secured. 

Farrelly’s Out-door Store, featuring 
sporting footwear and Army shoes, 
has opened a branch at 20 John R. 
Street. J. T. Farrelly reports busi- 
ness at the main store, 206 Jefferson 
Avenue, and at the new branch as satis- 
factory ,in spite of the unfavorable 
weather conditions. , 

The Manhattan Boot Shop will be 
opened by Joseph Quinn, proprietor, at 
331 Woodward Avenue. 

John M. Colquhoun is selling out his 
business at 378 Woodward Avenue. 


Our Boys in Northern Russia Well 
Fed 

Rumor that the expeditionary forces 

in Northern Russia are poorly clothed, 

ill-fed and improperly looked after have 





JOHN G. KOLFACE 


A. E. F., 333d Infantry, Archangel, 
Russia 


been rife for some time, causing peti- 
tions bearing hundreds of thousands of 
names to be prepared and sent to Presi- 
dent Wilson asking that these troops 
be recalled. These statements are re- 
futed in a quiet way by the photograph 
of John G. Kolfage of the Dr. Reed 
Cushion Shoe Store which is reproduced 
in this letter. 

Under date of January 4, he writes 
his store-mates as follows: ‘ 

“‘Really, I am in fine shape, plenty of 
smokes, candy, etc., only I sort o’ like 
that place back home in Michigan, they 
call ‘Heaven.’”’ Two other salesmen 
from this store are with the occupational 
Army in Germany. , 

Fur-lined coats are fashionable with 
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Your Guarantee of 
Shoe Satisfaction. 


A Graham Success 


No. 1252 at $4.15 


READY TO SHIP NOW 


This shoe has CHARACTER, 
is neat in APPEARANCE, 
feels COMFORTABLE and 


will meet every requirement 


of any WORKINGMAN. 


Ask 
for 


Samples 


Made in Goodyear Welt from selected Chrome Elk leather over the Na- 
tionally endorsed last—the MUNSON—hard box toe. Full First Quality 
Oak outsole natural bottom finish, Chrome liner, Grain solid leather insole. 


We manufacture and carry “IN STOCK” many other styles in Chrome 
Elk, Waterproof and Virginia Calf leathers—black, tan and smoked colors. 


“GRAHAM SERVICE IN BUILDING A BIGGER AND BETTER 
SHOE BUSINESS” is, the title of a book now being printed. A copy 
should be in the store of every shoe merchant. A request will bring it to you. 


GRAHAM-BUMGARNER COMPANY 


“Dioneer Shoe Manufacturers” 
PARKERSBURG - - WEST VIRGINIA 
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the Northern Forces, even if the fur is 
the wool of a sheep. 


THAYER McNEIL CO., BOSTON 
Will Open New Store April 8 to 10 

Thayer McNeil Co. of Boston is now 
busily engaged in fitting up what will 
be one of the most beautiful stores in 
Detroit. The interior is being artistic- 
ally decorated and remodelled. The 


store will be stocked with a good line of 
merchandise of the Thayer McNeil 
type, and altogether the store will be 
conducted on a strictly high-grade 
basis. 

The location chosen is an admirable 
one, the Book Building, at 41 Washing- 
ton Boulevard. 

About April 8 or 10 is the date set 
for the opening. 


Haverhill 


EASTER SATURDAY A HOLIDAY 
In the State of Massachusetts 


Haverhill shoe manufacturers who 
are busy getting out goods for Easter 
trade are interested in the fact that 
Easter Saturday, the biggest day in the 
year as regards selling shoes at retail, 
this year falls on April 19, a legal holi- 
day in Massachusetts. Merchants in 
this State, they say, will be deprived of 
this exceptionally fine opportunity of 
doing a big volume of business. No 
doubt the live merchants, of whom 
there are many in Massachusetts, will 
appreciate the situation which con- 
fronts them and make their plans for 
doing as much as possible of their 
Easter business during the early part of 
the week preceding Easter. A plan 
now under consideration is to keep 
stores open on Easter Saturday as 
usual, closing the following Monday. 


SOON BE SHIPPING SHOES 


New Concern Rapidly Getting 
Underway 


Welch, Moss & Feehan Company, 
the latest addition to Haverhill’s shoe 
manufacturing concerns, are fitting up 
their new plan on Essex Street. Here 
they. occupy two floors with 23,000 
square feet, built especially for shoe 
manufacturing purposes. Cutting has 
begun, and Mr. Moss says that shoes 
will be shipped on April 15. The con- 
cern plan to make a dependable line of 
women’s welts having solid insoles and 
other parts, making a line which will 
combine style with wearing quality. 


RETURNED FROM EUROPE 
Local Trade Men at Home 


Messrs. George W. Dobbins of 
Witherell & Dobbins Inc., and Harlan 
F. Hussey of Ellis & Hussey of this city, 
returned this week from their two 
months’ European trip as members of 
the ‘“‘Boot and Shoe Recorder’ party. 
Both these gentlemen have had some 
remarkable experiences across the water 
and have much of interest to tell to 
their fellow members of the local trade. 


They returned in the best of health. 
After seeing the war conditions in the 
countries visited they are more than 
ever convinced that the United States 
of America is the only place in the 
world to live. 


MANUFACTURE UNDER 
SEPARATE NAMES 


Dissolution of Partnership 


A change has recently been made in 
one of Haverhill’s shoe manufacturing 
concerns. Butler & Haseltine Inc., 
who, for several years, have manu- 
factured women’s goods in this city will 
form separate corporations. W. H. 
Butler will manufacture women’s turn 
shoes under the style of W. H. Butler 
Company, while Mr. Haseltine will 
continue in the production of women’s 
McKay footwear under the style of 
Ernest E. Haseltine Company. The 
floor space originally occupied by 
Butler & Haseltine will be divided be- 
tween the two new corporations. 


MORE FACTORY ROOM 
REQUIRED 


Need of Additional Space 


With the three large cement factory 
buildings on Essex Street fully occupied 
by manufacturing concerns, the need of 
a fourth building is evident. There is 
no doubt that a structure of the size 
of those already built could be filled 
with lessees from Haverhill shoe manu- 
facturing concerns. Land for the fourth 
building is available near the Boston & 
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Maine Railroad bridge, convenient to 
the shoe district and well located for 
the securing of skilled employees. It is 
probable that before the end of the year 
definite steps will be taken by the owners 
of the property toward the construction 
of a fourth cement building. 


NEW FACTORY OPENING 
Counter Store Has Additional Plant 


Prosper Shevenell & Son, engaged in 
the manufacture of shoe counters with 
factory on Essex Street, have located a 
branch factory in New York City. 
Mr. Shevenell, Sr., will look after the 
home plant, while John Shevenell, the 
son, will have charge of the Brooklyn 
plant. This concern has steadily in- 
creased its business during the past few 
years and sells goods to shoe manu- 
facturers in all parts of the country. 


{SOLE LEATHER BUSINESS 
RESUMED 


Concern Re-opens Its Place of 
Business 


Thomas H. Arnold Company, leather 
sole dealers, have reopened the store on 
Essex Street which was closed about 
eight months ago. At that time Mr. 
Arnold entered the military service of 
the United States. He was recently 
discharged and is now taking up his 
former line. 


NEW YORK SHOE FIRM 
Will Produce Footwear Here 


I. Miller, manufacturer of women’s 
fine footwear in Brooklyn, New York, 
will remove a part of its business to 
Haverhill. This concern has bought the 
machinery and fixtures of the E. B. 
Hall Shoe Co. of River Street and will 
take possession immediately, manu- 
facturing about a thousand pairs daily 
of women’s high-grade turn shoes. This 
will be in addition to the Brooklyn 
plant. This concern is one of the best 
known in the United States as manu- 
facturers of women’s fine footwear and 
its location in this city will make a 
strong addition to the output of Haver- 
hill-made footwear. 


Brockton 


SHOES FOR IMMEDIATE 
SHIPMENT 


Reports of Traveling Men 


Traveling salesmen representing 
Brockton shoe concerns who have been 
making short trips or who are writing 
from the road, are unanimous in the 
statement that buying for immediate 
use.is a feature of the trade at the pres- 


ent time. One salesman, who has just 
come back from a three weeks’ trip, puts 
it: ““Merchants want shoes and want 
them now. Prices are a secondary con- 
sideration. If our stock department 
was enlarged far beyond its present 
capacity it would be none too large to 
look after the business which is coming 
for the Easter trade. Good materails 
and good workmanship count more than 
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| | And More Space Available | | 
F all the nearly unbelievable erty we have recently acquired to 
O accomplishments seen in the permit expansion. | 
shoe industry since the begin- All through the months of war our 
ning of the war, none has exceeded the domestic business kept increasing, and 
moving, without a day’s loss of pro- we were forced to expand. The pur- 
duction, the machines in every depart- chase of additional land and factories | 
ment of our seven-story factory— gives us what is probably the most 
hundreds of them—to double our ca- desirable manufacturing site in the 
: pacity. greatest shoe city in the world. 
We look forward to days of still 
The seven-story brick building is the greater prosperity when our customers 
original Centre Street factory, built are going to need many shoes, and we 
eight years ago—now outgrown. The are prepared to give exceptionally 
| other buildings are the additional prop- good service. | 
CHARLES A. EATON COMPANY 
a8 BROCKTON, MASS. 
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ever before in the sale of shoes. Mer- 
chants say that the public takes this 
attitude and that they are willing to pay 
any prices in reason, providing they get 
satisfactory goods. There is nothing in 
sight as regards any talk of lower prices. 
On the contrary, everybody agrees that 
present prices will be maintained.” 


MAKING MOCCASINS 
New Concern in this Line 


The Brockton Moccasin Company is 
manufacturing a line of men’s, women’s, 
and children’s moccasins with factory on 
Montello Street. The company’s presi- 
dent and treasurer is Walter N. Dunbar, 
a retail shoe merchant for 40 years, and 
long engaged in the retail shoe business 
in this city as proprietor of the Metro- 
politan Shoe Store. J. Kenneth Mc- 
Queen is factory superintendent and 
manager. Mr. Dunbar, from his retail 
experience has evolved a type of muc- 
casin which is different from any other 
on the market, made on lasts and pat- 
terns especially designed, using the best 
materials and assuring good fitting and 
wearing qualities. 


OPPORTUNITIES FOR SMALL 
CONCERNS 


Opinion of a Local Trade Member 


“The day of the small shoe manufac- 
turer is here,” remarked a member of 
the local trade, in reference to the start- 
ing in Brockton recently of Several small 
shoe manufacturing concerns. ‘A small 
manufacturer,” continued the speaker, 
“can obtain his factory equipment just 
as cheaply as a large concern. He can 
buy his leather and other materials 
practically as cheap as his larger compe- 
titor and his ‘overhead’ is small. For 
every case of shoes he produces there is 
acustomer. If the members of a small 
concern are experienced men, which, of 
course, is indispensible, there is, in my 
opinion, a good opening for business 
development and one of which quite a 
number of shoe men are taking advant- 
age. If we had more available factory 
space in Brockton there would be still 
further growth in the number of small 
concerns producing made-in-Brockton 
footwear.” 


SHOE MANUFACTURER’S 
BEQUESTS 


Business Associates Remembered 


By the will of the late William H. 
stacy, former president of Stacy-Adams 
company, shoe manufacturers, of this 
ity, 50 shares of the capital stock of 
hat concern are bequeathed to Oliver 
3. Quinby, treasurer. John M. Mosher 
ind William French of the concern, each 
eceived under the will, 25 shares of the 
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capital stock. Mr. Quinby is appointed 
with Mrs. Stacy as executor of the will. 
The bulk of the estate, which totals 
about $192,000, is bequeathed to the 
widow. 


OBJECT TO PROPOSED 
LEGISLATION 


Brockton Manufacturers Appear in 
Protest 


Messrs. George E. Keith, president 
and Captain Harold C. Keith, treasurer 
of George E. Keith Co. appeared re- 
cently at the State House in Boston as 
objectors to a proposed bill before the 
Legislature, which would make neces- 
sary the stamping of the words: “‘Made 
in Mass., U.S. A.”’ on all State products 
manufactured for export. President 
Keith says: ‘‘Made in the U. S. A. by 
all means, but not necessarily Massa- 
chusetts.” Elwin T.Wright, treasurer 
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of E. T. Wright & Co., Rockland, Mass.» 
was another shoe manufacturer who 
appeared in opposition to the proposed 
bill. 


GOVERNMENT ORDER FOR 
MOCCASINS 


Local Concern Gets Contract 


The Mohawk Moccasin Company of 
this city has received an order from the 
United States Government for several 
thousand pairs of moccasins for the 
United’ States Army troops in Alaska. 
These moccasins are made of finé ma- 
terial, eight-inch heights, have an oil 
tan moose bottom and chrome split 
leather top. This concern has pre- 
viously received Government orders for 
similar goods. The Mohawk Moccasin 
Company has recently increased its 
capital stock by $10,000 for the purpose 
of financing its business. 


_ New York City 


William Sumner Smith; Chicago dis- 
tributor of ‘‘Toesans,” has recently 
taken on additional territory and is to 





WILLIAM SUMNER SMITH 


control the New York territory. He 
has been given the selling agency of the 
footwear department of the Plymouth 
Rubber Co., which includes Chicago 
as well as New York. 

E. C. Yarnell, formerly president and 
treasurer of the Banigan Rubber Co. of 
Chicago, will be associated with Mr. 
Smith’s Agency in New York at 536 
Broadway. 

CREDIT CLEARING HOUSE 

Open Indianapolis Office 

On March 10th, the Credit Clearing 

House of New York opened its thirty- 


second office in the Merchants’ National 
Bank Building, Indianapolis, Indiana. 

It is announced that the new office 
will be under the personal management 
of Merritt Fields, who has had a long 
and successful credit experience. 

Concentrating on Shoe 

- Retailing 

Frederick E. Young has resigned as 
president of the Daniel Green Felt Shoe 
Company. His resignation takes effect 
April 1. 

He returns to the retail shoe business - 
and will devote his entire time to the 





FREDERICK E. YOUNG 





Coes & Young Company of which he 
has been president and treasurer for 
several years. 

The Coes & Young Company con- 
duct two stores in Boston. 
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STOP — LOOK — LISTEN 


IN STOCK 
WHITMAN SPECIAL LADIES’ BOOTS 


@ 








yo ky STOCK NO. 402 
7 DARK MAHOGANY CALF BAL. 
LORRAINE 

cat ~~ 













PERFORATED VAMP, 
IMITATION TIP, 
SMALL INVISIBLE 
EYELETS TO TOP, 

L LAST 
154-INCH HEEL 











An extra pleasing tan style. Mahogany 
Tans are the favorites in ladies’ styles. 
A neat perforated effect in the vamp 
and imitation tip make this one a proven 
winner of ultra style. It is carried in 


stock. No. 402. 


Sizes: AAA, 5-814; AA, 414-8; 
A, 4-8; B, C and D, 3-8 


Send for a Sample Pair 
Ready To Ship NOW 


WHITMAN & KEITH Co. 


Boston Makers of Fine Shoes Chicago 


New York BROCKTON (Gazz) MASS., U.S.A. Ss rns 
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HE name of a man, Mr. 

Harvey S. Firestone, of 
the Firestone Tire & Rubber 
Company, is on every number 
of this line of rubber boots and 
shoes. This means the sub- 
stantial backin?, of a personal 
responsibility. 


yirestoneS> 


Rubber Footwear 
















The name stands for highest 
possible quality in rubber products. 
In this Firestone line that quality in- 
cludes many new and “different” 
features. 













In a Firestone boot or shoe, 
light or heavy weight, you have the 
line of specialized construction—each 


style exactly planned for its partic- 
ular field. 










And the Firestone exclusive 
“double pressure” process, like the 
tempering, of steel, Rives the rubber a 
toughness, a resisting, force beyond all 
former standards and welds every 
part into an inseparable unit. 













FIRESTONE TIRE AND RUBBER CO. 
FIRESTONE PARK AKRON, OHIO 
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Women’s Footwear of 
Impressive Quality and 


Correct Mode 


No. 431 You’re invited to -inspect our Fall No. 499 
Paris Kid Polish Boot, No. 240 Last, 7- ° : Paris Kid Polish Boot, No. 516 Combina- 
inch Height, 12/8 Heel, Kid Tip, Flexible 1919 lines now in the hands of tion Last, 7-inch Height, Plain Bot Toe, 
Welt, Medium Toe. 14/8 Heel, Flexible Welt. 
Not in Stock our salesmen. Not in Stock 











J. J. GROVER’S SONS CO. 

LYNN, MASSACHUSETTS 
Boston, 183 Essex St. ‘ New York, 127 Duane St. 
x 
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For our salesmen. They 
are on their way with 
our Fall Samples. 


SPATS SINCE 1898 
This year our leadership 
is.emphasized. Your 
interests dictate that you 
should see them. 


SPRING WANTS SUPPLIED 
FROM STOCK 


WILLIAM GREILICH & SONS 


BROOKLYN 
New York City Office 
Marbridge Bldg. 47 W.34 St. 
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Why Moderate-Priced Shoes 
Get the Demand 


HIS is without question 
the day of the moderately- 
priced, sensibly-priced 

shoe for the average American 
Man. 

Retail dealers important enough 
to have a variety of sample lines 
submitted to them each season 
will realize the truth of our 
above statement more than ever 
before when they give the glance 
to the competitive sample lines 
for the coming Fall. 

It is the temper of the average 
man today to be glad—sincerely 
relieved, in fact—to find he can 
walk into a good-looking shoe 
store and supply himself with a 
dependable value in at least one 
kind of life’s necessities without 
having to feel he is indulging in 
rank extravagance or contribut- 
ing helplessly to profiteering! 
This satisfaction he ‘can have 
whenever and wherever he buys 
Bates Shoes. 


He can expend as little as six 
dollars and no one can question 
that he gets good leather, good 
style and good wear. 

Or, he can spend a reasonable 
amount more and know he is 
getting excellent value for every 
additional fifty cents—and still 
is paying considerably less than 
he will pay for good shoes in 
many other local stores. 

This is not mere advertising 
claim. It is not a bald compari- 
son of shoe values. Jt 1s a com- 
parison of .manufacturing and 
merchandising policies. 

We have dug deeply enough into 
the buying minds of American 
men since the year 1885 to 
know that the Bates idea of 
supplying footwear to the one 
biggest class of men consumers 
is right. 

When you sell Bates Shoes you 
market that idea—and it is 
profitable to the sellers! 


A. J. BATES COMPANY 


Central Distributing House 
328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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Southern Representative, Charles L. Marks 
New England Representative, 
W. H. Tucker, 183 Essex Street, Boston 














HIS shoe is shown 
by our salesmen in 
Fall samples. It is a 
‘“‘Victory”’ foxed, black 
kid, turn boot, 9 inch 
top. Inverted ‘spaced 
imitation stitched tip. 
Spaced stitched vamp 
and foxing. 17-8 Full 
Louis heel. Madeon our 


No. 71 last. 


RETAILS 
at $10.00 





A Super-bhoot 
in“The Ek & M 
Line of Quality’ 


Middle West, J. B. Laughlin 





Emery & Marshall Company, Haverhill, Mass. 


New York Office, 1008 Marbridge Building, 


Orlando N. Dana 
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Pacific Coast, Larrie H. Sass 















March 22, 1919 


UE vg, 2 









te 








Dabeaanadananiiein 


JaUimantaraiiaegas 








4 





There is more doing in the leather 
market, but business is ‘“‘spotty.”’ 
In sole leather there is sufficient de- 
mand to cause some scarcity in certain 
grades and ‘tannages, while in upper 
stock the demand is good for the finer 
grades, while the lower grades are ac- 
cumulating. Shoe manufacturers, as 
a rule, are purchasing most conserva- 
tively, some preferring to buy only as 
needed, in hopes of some decline later, 
while others believe they can more 
exactly secure their requirements by 
selecting small lots. There is much shop- 
ping around. Some buying for export 
is noted, but the continuance of the 
British embargo acts as a check on 
this branch of the trade: Little change 
is noted in prices, but these are, in the 
main, advances rather than declines. 


SOLE LEATHER 

Scarcity of Heavy First Qualities 

The general situation is somewhat 
more unsatisfactory than a week ago. 
Tanners complain of difficulty of ob- 
taining heavy hides of the quality re- 
quired for highest grades .of sole 
leather, and that shoe manufacturers 
will not pay prices sufficient to cover 
advanced cost of hides,tanning materials 
and labor. They claim that only lack 
of trade prevents higher prices, and 
any improved call will send prices up. 
Howeve;, there is a very considerable 
business being done in the aggregate, 
both in heavy and light weights, and 
especially the latter, for Great Britain 
wants light and middle weight hemlock, 


and the sole cutters are taking all the , 


light weight union they can get. 
Heavy B. A. hemlock is quoted at48c, 
45 and 43c, with middle and light 
Union sole, in 


weights 2c cheaper. 
light weights, is in better demand 


The Le 
Weekly 








R 





than supply, and some tanners are 
parcelling out their supplies pro rata 
to customers. Sole cutters are buying 
Cow backs are quoted.from 70, 68, 65c, 
and steer backs 73, 70, 67c. Oak bends 
have been quoted at $1.00 for X 
quality, heavy weight, and medium 
weights 96c, but no sales are recorded 
at those figures. Good bends can be 
bought arond 96 to 97c, but the $1.00 
price is still held for some tannages. 
Best backs are quoted 85c. Belting 
butts are not specially active, sales 
being recorded at 93 to 95c, with centres 
ranging $1.15 to $1.20. 

Offal of all tannages is moving with 
moderate steadines s,though there seems 
to be no call for heads. Bellies are 
selling at 14 to 1l6c for hemlock, 18 
to 22c for union‘ and 25: to 33c for 
oak. Shoulders are quoted at 23 to 
32c for hemlock, 44 to 49c for union, 
double rough oak shoulders, 60 to 63c. 


UPPER LEATHER 


A Waiting Market, Which May 
Soon Become Active 

This might be called a waiting market 
in the upper leather market, except in 
the best grades, which are snapped up 
as fast as received. Shoe manufacturers 
are now receiving orders which will 
require leather purchases soon, and the 
probability of a level advance is pre- 
dicted. There are shoe producers who 
believe leather prices will recede some- 
what, though they are far from unan- 
imous in their reasons for basing this 
theory. Calf leathers in best qualities 


are high, and far from plentiful, for 


raw stock is scarce from which to pro- 
duce these grades. , Colors are quoted 
70 to 75c and blacks 65 to 72c. There 
is an increased sale of medium grades. 
Ooze calf in good demand. Side leath- 
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ers called for by manufacturers and 


exporters. Large foreign orders for 


chrome tanned full grain leathers. No 
Wax splits not 


specially active. Ooze splits in some 


demand for heavy, but quiet in light. 
Glazed kid in greater demand than 
supply, and prices ranging about 2c 
higher. Patent sides selling for domestic 


cutting and for export. Sheep quiet, 


but more calls for linings than black 


stocks. j 
HIDES 


Market Quiet Except in Extremes— 
Calfskins Selling Well 


The Boston market is far from active, 
with the principal demand limited to 
extremes. New England hides are in 
good supply, with current receipts held 
at 21c for light and 21 to 23c for heavy. 
Ohio extremes are held at 20% to 21 Ke, 
but 23% to 24c is asked for hides free 
from grubs. Buffs of early salting 20 
to 20%c, but current take-off 181% 
to 19l%c. Southerns have sold at 19 4c 
for extremes, but present receipts 
quoted 21 to 22c. 

The Chicago packer hide market is 
quiet again, with prices held too high 
to interest tanners. Heavy native 
steers have sold at 28c, lights quoted 
27c and extremes 23c. but other sales 
of March take-off heavies are reported 
at 24c. Heavy cows held at 25c for 
March, 26c for February and January. 
Light cows have sold at 23 and 24c. 
Country hides steady and firm at last 
week’s figures. 

The Chicago calfskin market is 
active. Packers and cities sold at 50c. 
More than 60,000 skins sold last week 
at this figure. Outside cities 45 to 48c. 
Countries 36 to 38c. New York calf- 
skin prices, $4.40, $5.40 and $6.40, 
with some dealers sold ahead. 

Foreign dry hides still too high to 
move freely. Antiquoias held at 40c, 
Bogotas 38c and Central Americans 
37c. Guatemalas 36c. River Plate 
strike still preventing shipments. Little 
of interest in wet-salted. 
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Nothing but the Foot in the Shoe 
Common Sense 


tells you this plain fact—When the shoe is fashioned, finished and 


fitted to the foot, nothing but the foot should go into the shoe. Any 
sort or kind of so-called arch- 


supporter added to the finished 

shoe after it has been fitted to 

the foot of the wearer will crowd 

and cramp the foot, deform its 

bony structure, injure the foot 

arches, distort the shape, rip the 

shank and destroy the fabric of 

spur the shoe. Like the ancient 

sisasdimaid auntie tia Chinese law, such appliances 
a cripple the feet of the man or 
woman who uses them. They are foot-destroyers, not arch-supporters. 


Surgical Science and Shoemaking Sense 


demand that an arch-supporter that helps the foot and supports the 
arch. be made an integral part of the shoe when it is being manufactured 
in the factory and not meena) added to the shoe after it is completed 
and being worn. 


The Crawford Arch-Supporting Shank 


is the only scientific, common-sense arch-supporter on the market. It 
is part of the shoe, a strong, simple, serviceable, scientific shank locked 
rigidly to the insole, which cannot work up through the insole nor 
down through the outsole. It isa fixture; a prevention to arch troubles, 
a preservative of the shape and fit of the shoe. 


Nothing but the Foot in the Shoe 


United Shoe Machinery Corporation 


BOSTON, MASS. 


Auburn, Me.............87 Main Johnson City, N. Y....124 Main New York.. .37 Warren 
Brockton, Mass.........93 Centre Lynn, Mass............306 Broad Philadelphia. . :221 North 13th 

i 18 South Market Marlboro, Mass 11 Florence Rochester, N. . 130 Mill 
Cincinnati 708 Broadway Milwaukee............258 Fourth St. Louis ‘1423 Olive 
Haverhill, Mass.........145 Essex New Orleans.........216 Chartres 





March 22, 1919 


BOOT AND SHOE RECORDER 


111 


ROCHESTER 





A.H. MARTIN CO. 


Inc. 


Rochester, N. Y. 


TURNS 


In Stock 














F. S. Elam Shoe Co., 


Incorporated 


Manufacturers for 
Jobbers Only 


Infants’ First-Step _— 
Rochester 
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Higgeldy Piggeldy, my black pen 

Writes funny scratches now and then; 

Queer thoughts it scribbles, but gee 
whiz! 

These crazy ads. of mine get biz. 

But p’raps it’s what we do—not say 

That makes our soft sole business pay. 

We can’t write ads but we can make 
shoes 

Which gain us friends we never lose! 


Sky Parlor Anderson 
of 
Newcomb-Anderson 
Shoe Co. 





DAINTINESS 
ITSELF— 


Mac Master creations in 
Infants’ Soft Soles and 
Moccasinsgare remark- 
ably dainty 

Skillfully pon from finest 
materials, they uphold Roch- 
ester reputation and make 
many dollars for the Enter- 
prising Shoe Merchant. 
Show them to your Cus- 
tomers. 
J.J. MACMASTER 


Manufacturer of Infants’ 
Soft Soles and Moccasins 


Manufacturer of 


Children’s First Step 
Turn Shoes 


For Jobbers Exclusively 


89 Allen St. 
Rochester, N. Y. 


gi 


er. ip ii, 
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A.H. MARTIN CO. 


Inc. 


Rochester, N. Y. 


SOFT SOLES 


In Stock 








Levinson Shoe Mfg. Co., Inc. 
Children’s Turns and Welts || 
for Jobbers Exclusively 


Largest Children’s Shoe 
Factory in N. Y. State 


ROCHESTER, N. Y. 





HOME: OF INFANTS-FINE- SHOES 





Model No. 0185. Men’s 
Blucher. Storm Calf 
Upper Leather, Water- 
proof, Welt and Rub- 
ber Doubler. On the 
“Attaboy” Last. 


Fax 


HALL COMPANY 


(e) 


| UPRIGHT 
Fine Shoe FIXTURES 


Displays with GLASS 


Chicago’s largest shoe mer- Al 1 Pr ee 
chants—O’Connor & Gold- ein ad 
berg, Grossman’s, Cutler a. 

. moniously. 
Shoe Co., I. Miller, Felt glass, glace and metal, glass 
man and Curme—use PO- and wood, and wood period 
LAY-JENNINGS Fixtures designs. All heights and 
with remarkable results. sizes. ’ 
The most distinctive shoe et a Fm 4 
window trims can be had. shoe fixtures. Wrile today. 
Pumps, oxfords or boots 
can be displayed with equal 
effect. Any finish to match No. 405 
background. 





Plate glass shelves mounted 
on adjustable metal rein- 
forced wood standard and 
No. 305 table with removable plate 
glass top. Mahogany or 
Newest style stand with 3 walnut. 
adjestahic ci-ginte gam 2-Shelf Stand, 35-in. 
shelves and upright moun- high $17.50 
ted on Old Ivory base deco- 3-Shelf Stand, 45-in. 
rated in relief ornaments in high ass i 
Adam Period. Standard of 4-Shelf tand, 
l-inch plate glass, 3 inches high $21.50 
— Stand ~ = high; No. 204 
6 eo 
menatnadcccnaeie Sieh I pee Display, - 
Pri 25.50 namen in ivory an 
rice, $ gold finishes, 3 shelves with 


. 7 : late glass plateaux, 35- 
Same Stand with 2 shelves, Inch high, $19.00; 45-inch 


$22.50 high, $19.50; 54-inch high, 
4 shelves, $29.50 $20.00. 
No. 204 


POLAY-JENNINGS FIXTURE CoO., 
1011 Blue Island Ave., rena Atay ¥ 
No. 305 Manufacturers of WORLD’S FINEST Window Dis, Equipment No. 405 


54-in. 
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* H O EH ™ cba - ho ae 


FOR Improved . 


| CUSHION. 

















TIRED FEET | 
OLE SHOE 
IN-STOCK S S 








“Dr A.Reed. Patented 1901-2-4. Thisis 
not the original Dr.A Reed Cushion Shoe, 
previously patented but his latest invention 


A waventor ~--Patenter "DS 


TRADE MARK 
REC U. 6, PAT OFF. 


STOCK NO. 3211 MARCH 14, 1907 


Women’s Kid Oxford Imitation 
Straight Tip, 80 Last. Price $4.50 











TAPE HOLOS FELT 
PERFECTLY FLAT 
3m 


THIS TYPE OF COMFORT SHOE 
WILL APPEAL TO THE THOU- 
SANDS OF WOMEN WHO ARE 
EARNING THEIR OWN LIVING. 
IT IS FUNDAMENTALY COM- 
FORTABLE AND STILL GOOD- 
LOOKING. 











Our No. 80 Last is a ‘*Combina- 
STOCK NO. 3001 tion”? Last—wide in the ball, with 


Women’s Kid Polish, Kid Top, close fitting instep. 
80 Last, 1%-inch Heel, 7-inch 
Top. Price $5.50 











MADE BY 


A. H. BERRY SHOE CO., Portland, Me. 


Boston Office 428-30 Albany Building 
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You always have these styles in demand and we always have them in 
stock. 
There is no good reason why sales should be lost on this type of mer- 
chandise. 
Consult our stock catalog No. 15 for complete information. 

in on (Welts and Turns in Stock) 


PATENT ANKLE STRAP, WELT L. B. EVANS’ SON CO., WAKEFIELD, MASS. 


6-8, $2.10; 814-11, $2.50; 1144-2, $2.90 


a 


SURE FIT 
Overgaiters 


A well made and stylish 
overgaiter. Made with an 
invisible buckle and de- 
signed to fit smartly. Its 
name is all that it implies— 
A SURE FIT. 


GOODWEAR OVERGAITERS 


For Men and Women 


ONE OF THE LEADING STYLES FROM 
@ OUR IN-STOCK DEPARTMENT 


For Boys and Little Men 


Made up in all popular colors in ten and 
twelve button Black Skinner’s Satin, Felt and 
Kersey Broadcloth. 

We have been exceptionally fortunate in 


obtaining Kersey Broadcloth, and you should No. 15—Boys’ Tan Bal, Goodyear Welt, 
place your orders now. “—- Leste Sole, West Point Toe, Sizes 1 to 6. 
: ce ’ 


Immediate Deliveries : “MONEST WEAR IN EVERY PAIR” 
Established 1908 — Manufacturers of Leggings. MARSTON & BROOKS CO 
Overgaiters, Stitchdown Shoes and Bathing Shoes : - 


GOODWEAR LEATHER MFG. CO., Inc. 
65 West Houston St. New York City F Se Ti TTT 7 TTT MUTI 
a AAA TATA 


Stock No. 15 


CUCCQOODOCOCOOODGGUUGUGOUGQOCOOURGURSOUCOGRUGGUGOOOUUGUUGRGRANOORSORCCORRNOORNEE 











TITTI 





TIETETIIIII 


For World Wide Trade 


We are in the market = = 
for COLONIAL TONGUES ete ~~ 7 ~e 


and COVERED LEATHER : THE EXPORT EDITION 


BUCKLES in considerable E BOOT AND SHOE RECORDER 
= Circulates In Europe and Far East 


amount : EDICION LATINO AMERICANA 
Manufacturers are invited to send samples _— Ss EGORSER 
+ . Py “ 
without prices to M. E. E., care Boot and For infermation regarding markale, rates, cle., estdrese 
Shoe Recorder, 207 South Street, Boston : Boot and Shoe Recorder 
207 South St., Boston, Mass. 


: 
- 
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N New Orleans, the Boston Shoe 

Store carries the following brands 
of Nedlin-soled shoes: Dorothy 
Dodd, H. W. Merriam Shoe Co., 
Scheiffele Shoe Co., and Wm. Knee- 
lands. Mr. Hogan says they promote 
the sales of these shoes by instructing 
customers in the advantages of the sole. 























i) 


Nealin Soles 


Trade Mark Reg. U. S. Pat. Off. 











Nedlin Soles are made by The Goodyear Tire & Rubber Co., 
Akron, Ohio, makers of Wingfoot Heels — heels so good 
that only 1 pair in 500,000 is returned for adjustment, though 
they are guaranteed to outlast all other heels, rubber or leather. 
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‘A Shoe That’s Right” 


ANTICIPATE 
YOUR EASTER 
REQUIREMENTS 


E. carry in stock ten 
styles of “Cygolf” 
oxfords in black and 


and Summer. 


Two of these will be shown 
here next week. 


White for illustrated folder 
showing “‘Cygolf’’ Oxfords 
and High Shoes for imme- 
diate shipment. ad 


"We have the shoes you 
need. 


KELLY - BUCKLEY CO. 


BROCKTON, MASS. 
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How They Go On 


Just like rubbers—no nails or 
cement—simply slipped on over the 
heel—that is how 


“UPiut-On- 


Detachable 
RUBBER HEELS FOR WOMEN 


are attached. 

Could anything be easier to sell? 

Made in black, tan, gray and white to fit all 
sizes French, Louis or Cuban Heels. Retail at 


50c with liberal trade discounts. 
Ask your jobber, or address, for liberal Trade proposition, 


ROBERT E. MILLER, INC. ae 


Sole Manufacturers 
11-13 Broadway 
New York 











PUMPS and BUCKLES 
NOW HAVE THE STAGE 


You can show them better by the use of 
NORWICH DISPLAY STANDS now made by 
*“PALMENBERG”’ 


Send for details 
J. R. PALMENBERG’S SONS, INC. 


A Consolidation of 
Palmenberg Norwich Kindlimann 
63-65 WEST 36th ST., NEW YORK 
CHICAGO BALTIMORE 


BOSTON 
204 W. Jackson Blvd. 108 W. Baltimore St. 


26 Kingston St. 
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on an investment. 





Salesmen Are Out With 
Fall Styles of “Keith’s 


Konqueror” Shoes. 


Inspection of the line will show that no pains have 
been spared to place in the hands of dealers men’s | 
and women’s shoes which will yield bountiful returns 


Season’s Stock Styles 
Ready to Ship 


For your immediate requirements our stock line offers 
wide opportunities for favorable selection. Every shoe 
is built to a standard of quality which has ‘been 
endorsed by dealer and consumer. 


The Preston B. Keith Shoe Co. 


BROCKTON (Campello Sta.) MASS. 
New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex St. 


“BAYNE” 
Gun Metal Calf Bal. 





MISCELLANEOUS 


MISCELLANEOUS 


MISCELLANEOUS 

















Every Shoe Store Needs 
“MANCHESTER” 


(Trade Mark Reg. U. 8S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just the 
right shape to cut out 
tacks on the inside of 
shoes. 


‘‘Manchester”’ 
Trade Mark Reg. U.S. 
Pat. Off. 


nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that ena- 
bles you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 


“MANCHESTER” 
curve jaw when order- 


Yan 11H. UU 


your dealer cannot sup- 
} ply you. 
Price, $4.50 
Frank W. Whitcher Co. 


Patentees and Manufacturers 





Milbradt Rolling 
Step Ladders 
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Boston, Mass. 323-325 Ere eet.. 








Wanted at Once 


for Department Store 
for Cash 


Manufacturers’, Retailers’, or Sur- 
plus Stocks of 


SHOES 


No Quantity Too Large. Short 
Leases Taken 
GLOBE MDSE. CO. 
Indianapolis, Ind. 


New York Office 
28 Lispenard St., New York City 
Merchandise of All Kinds Purchased 


“FISHER” 
Trade Mark 
Reg. U. 8. 
Pat. Off. 
HEEL and 
COUNTER 
SUPPORT 

A Help to 

Weak Ankles 
Prevents the Counters of Boots y 
Shoes from Running Over. Easily A 
plied. No Repair Department should 
be without them. 


Without With 


The iNew Improved 


“. W.” 
SHOE STRETCHER 


will adjust counters or stretch 

damaging. the “ab om, —- 

amagin e shoe ange 
Pisses 13 to men’s 12. 

Shoes can be stretched Caged 

across the base end or of ti 

any greater a or wid 

x. $2.00 each 


F. W. WHITCHER co. 








WANTED TO PURCHASE 














CASH PAID 


Oe Gee Qe oo eke ee et oe 
er for —. Leases takes 
ever. We will send a representative te 

Sceectignte ond make eller upen sequent 
Max Kalter Mercantile Co 


591 Broadwa; td York Ci 
Phone Spring 457 ” 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth OSITIONS WANTED. Three cents. per word for each 
page per issue: Minim ted, sixty cents. sect crn, 
Space 1 time 7 times 13 times 26 times 52 times 
linch..... $4.00 $3.00 $2.75 $2.50 ‘$2.00 
2 oe. .... 8.00 6.00 = 4.75 4.00 me 
3inch.....12.00 9.00 7.7 7.00 6.00 ana ie tr oe 
15.00 12.00 10.00 9.00 8.00 | _ snder letter postage. a gente nea 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 

















SALESMEN WANTED. POSITION WANTED FOR SALE 


GALESMEN to carry. line of infants’ and chil- - ITUATION WANTED—By experienced shoe OMAN’S BOOT SHOP FOR SALE—Located 
dren’s turns, and misses’ and children’s stitch- man of ten years’ experience. Age thirty. At in one of the best industrial cities in Ohio of 
downs, good values, popular prices. Five per cent present efnployed’ in hag exclusive shoe 75,000. Stock will invoice about $8500. Splendid 
commission. Southern, New PYork and New Eng- store, Al references, etc. Address B248, care location. Good lease. Rent averages a 

land States. Give references. Address B247, Boot and Shoe meneniee, 207 South St., Boston, aa. No stock jobbers need apply. 

care Boot and Shoe Recorder, 207 South St.. Mass. 250, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. Boston, Mass. 


ANTED—Experienced shoe salesman for retail 
shoe and furnishings store. Must speak 
Krotkiewics & Son, Li13-18 Chene St.. Detroit, HELP WANTED 
rotkiewicz & Son, 11 ene St etroit, 
Mich. ee ee ee FOR RENT 
ALESMEN WANTED—Any one calling on the ANTED—A ful 
retail shoe trade can earn good money as a basement shoe pond many oe ee ‘OR RENT—Two story building and b 
side line on a well-advertised article. Nosamples— has made good and comes well recommended. This 22x130, in Des Moines, Iowa, on the main 
only 1 ps to carry. Liberal commission. department is now doing a $100,000.00 busi street, right in. the heart of the busy 
Weite particulars, The Oscar Onken Co., 11 with the ibility of $250,000.00. It is con- oonal shopping district, vee good location for shoe 
. 4th, Cincinnati, O. nected aa large shoe store and offers a good store, ladies’ wear store, oy on apede or any kind of 
ANTED—Thoroughly experienced leather and opportunity to a live man. Hardebeck, 300 
findings salesman, exceptional opportunit Boot and Shoe Recorder, 207 South St., Boston, 
high-class man. Central West territory. ye bad Mass., stating salary expected, age and all par- 
B249, care Boot and Shoe ies order, 207 South St., _ ticulars. 


Boston, Mass. RRS — 
ANTED—Experienced ches eolumen window 

ROUND GRIPPER is wanted for » 

Northern New England. Good opportunity oie a a — State ag weneee. BUSINESS OPPORTUNITY 
for good man carrying another non-conflicting line. Phel ie oa — —_ age, in first letter. 
Address by letter only, with references, C. C. = - ee a HOE STORE—Bi EER on dat 
a Eastern Sales-manager, E. W. Burt & invest $25,000 Seen Se 

, Inc., Grippertown, East Lynn, Mass. Newark. Clean stock. o brokers. Shoes, 306 


355 SALESMEN—Following States open: Ordway Building, Newark, N. 
Indiana, Iowa, Missouri, Kansas, Oklahoma, 


Arkansas, Texas, Michigan and some Southern 
territory. Chicago exclusive children’s house. 250 , 
numbers, stocked in widths, turns. MeKays, welts, A capable man with first-class 
infants’ to young adies. Zstabl trade s sts * . 

Applicants interested in a first-class connection selling ability, and, if possible, EXPORT OPPORTUNITIES 
with a successful and progressive house, state age, experience with some _ rubber 


territory covered and wanted, past connections. - e 
Sinbac, The “Healthy-Fut” Line, 211-215 W. company, whereby he has gained 


gy mon a knowledge of how to market ADVERTISEMENTS TO 


Work one SALESMAN wer high-grade and distribute a fibre or rubber 
aos a o in Bwenes a. sole. Splendid opportunity, and IRISH AMERICANS 


half Illinois, Louisiana, and North and South all communications will be held 
Carolina. Business established. | Commission confidential 
Rene oaty —— yh 4 cent _t busi- “f ‘ ae . (Dublin) Ireland, Irish 
ness 8 uilding new factory. reat oppor- ° merican with first-class knowledge of 
fatty. Rg Schaefer Shoe Co., Sales Manager, The Norwalk Tire and Rubber Co. ee ee ne. pn to 
ilwaukee, Wis 7 Q . manage and equip a t Factory, about 
7ANTED—Salesman in Ohio, Indiana, Illinois, Neewalk, Conn. to be established for the making of Men’s 
for a line of infants’ turn shoes on « and Women’s Agricultural Boots, heavy 
iled Goods for hard wear. Advertisers 
basis. Can be carried with other lines not con- ee les f Capi lik 
flicting. P. O. Box, 148, Orwigsburg, Pa. a who would aoe Nig al gy the gr 
the Concern. lendid opening for the 
LINE WANTED right man, as — Country is much in 
HU" ISTL AG see s salesmen manent Be qoety need of an up-to-date Factory for the 
state of the nion to carry on the side a 3S) . o making of such Goods. Replies to B253, 
staple line of men’s waterproof wood sole faa, + eae ee ol ee | > Freed care Boot and Shoe Recorder, 207 South 
shoes. 11 per cent commission—no advances. W286 eons Bast and Shes Mecdic, t0Toaes St., Boston, Mass. 
An in-stock line that sells quickly with a good St. N York ’ a 
profit to the retailer. Act quick, stating t., New Tork. 
territory desired, and all possible information 
about ee, Rs BROWN’S*SONS CO., SALESMAN would like to have a strong line of 


aamenanieie set Rist eeosd aan, =| ADVERTISEMENT 


Duane St., New York. 
































retail business, write to, 
Address B252, care Fifth St., Des Moines, Iowa. 







































































e ad yn yen suteting Se | 
'e0) t tates. ii - 
POSITION WANTED ng egy 
FOR SAI E Export Trade for their Brand rot Double- 


wear Waterproof Chrome Sole Leather 
with Boot Manufacturers who are catering 





IVE—Efficient shoe buyer and manager seeks 


4 desirable connection with first-class concern in 
above capacity, or would consider traveling position for the Irish People in the U. S. A., and are 
to advertise in the American 


with good, reliable house. Ten years’ retail and prepared 
several years’ factory experience, age 38, temperate, FOR SALE —— on | wee Me roy who 
would purchase their ther and run a 


best of reference — present and past employers. Pers . 
Address B251, care Boot and Shoe Recorder, 207 An exclusive shoe st i rand of Gents’ and Ladies’ Footwear, to 
stig egy eth so ony egg be known as the Callox Boots. Samples of 


South St., Boston, Mass. CG ; ry . 
olorado town. The best location in the Caadinan So lea aaa Gk Citas ot ee 


ANTED—Permanent position as manage city and an established business of 25 = 

buyer. Eighteen years’ shoe ‘aaa as years. Good reason for selling and goods Shee Ricenten, Beeten. See Se 
manager and buyer. Al references furnished. bought right. If interested investigate. of Ddvertingss tine to Se Sines Divase. 
Will be at liberty March 15th. Address B241, care Address B246, care Boot and Shoe Re- Sadie Se Seely sees Snes eae enee Se 
Boot and Shoe Recorder, 207 South St., Boston, corder, 207 South St., Boston, Mass. a 
Mass. 
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‘“‘Recorder’’ Occupational Bureau for Returning Soldiers and Sailors 


A young man of twenty-one years of age, member of the 
U.S. N. R. F., desires to become affiliated with a good leather 
house to learn the business from A to Z. Previous to entering 
the service he was employed with a wholesale shoe concern 
as inside salesman. He is a graduate of the Boston High 
School of Commerce and has had some college education. 
Address S 23, care Boot and Shoe Recorder Publishing Co., 
207 South St., Boston, Mass. 





Just returned from France. Back to leather and work. 
Two and one-half years’ upper leather experience prior to 
1917. Age 24. Fluent in French and trained in upper 
leather. Eager to get located anywhere in America. Ad- 
dress S22, care Boot and Shoe Recorder, 207 South ‘St., 
Boston, Mass. 


Just released from active duty in Naval Aviation. I am 
interested in the shoe line. Would like to make connections 
with a prosperous retail store. I have had two years’ experi- 
ence in this line. I am also an experienced window trimmer. 
Would like to hear from some Northern Indiana store. 
Address $24, care Boot and Shoe Recorder Publishing Co., 
207 South St., Boston, Mass. 





Expect to be mustered out of the service in the near future 
and would like to get a line of women’s shoes for the State of 
Ohio. Previous to entering the service I carried the Bielefeld 
and Spahn, of Scranton, Pa. Could use line of women’s 
shoes with my old line. Wide acquaintance with Ohio trade. 
Best of references. Address $21, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





EXPORT OPPORTUNITIES 








WANTED TO PURCHASE 


WANTED TO PURCHASE 











Boot, Shoe Manufacturers 


who would be willing to 
supply vamps, uppers, soles 
and heels for Export in large 
quantities, are invited . to 
communicate with MEDI- 


TERRANEAN TRADING 


Highest Cash Prices Paid 


for entire shoe stocks. We also 
buy your surplus or slow sellers. 
Quantities no object. Retail or 
wholesale. Short term leases 
taken off your hands. 
ire or Phone us 
Correspondence Confidential 
tablished 1890 


CO., INC., 29 Broadway; New 
York, who have direct con- 
nections with largest con- 
sumers. 














_ WANTED TO PURCHASE 








WANTED FOR EXPORT 
. Slow Sellers 
YOUR } Surplusstocks 
Entire Stocks 
FOR CASH 
NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 





We Buy for Cash 


Retailers’ Surplus Stocks, Jobe 
—<— 


NO QUANTITY TOO LARGE 


We also purehase entire stooks 
from retailers or manufactur- 
ers. Send us particulars of 
what you have for sale. 

Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 

Shoe Dept., Martin Posner, Manager 

587 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 

















GLAUBERG & CO. 
401 Brgadway, New York 
N. Y. 

Phone Cunal 4119 


We also purchase clothing, 
hats, furmshing goods, etc. 











- you need the “BOOT AND SHOE 








No matter what policy you may pursue 
in selling to the shoe trade, nevertheless, 





RECORDER” all the time. 





We quick and pay highest cash price 
for and wholesale stocks of shoes er 


tity no object. 
80 years our specialty. 
and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
— WALKER, Proprieter 
’Phone, 2828 Williamsburg 
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the right wearer, in 
shoe merchants. Thec 


Ad. h of the A sated R. 








BOOT AND 


the right Sestng See the right 
which depends the progress of the entire allied i 
‘Annual subscription in United States, $3.50; per copy, 25 cents. 
Papers, Ine. Member of the Root 

Each issue copyrighted by the Boot and Shoe Recorder Publishing Co 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U.S. A. 


ting to aun an 





SHOE RECORDER 


THE RECORDER i ~_ Getting M Sh Sold Right; not only “more” but “right’’; sold for ven 9 tome urpose, to 
: ‘ Stting, for the ri a rice, at the ri ra a. This is the P the retail 


“Boot and shoe Recorder” solve it; for this is the basic problem —e 
| leather; their production oan 

Canadian, $5.00. 
Newspaper Ass'n 
Entered at the Post Office, Boston, Mass., as second-class matter 


t problem o 

distributio: 
Foreign, $7.50 

Member of Audit Bureau of Circulatiens 








Index to “Where to Buy’’ 


BOOTS AND SHOES 


Allied Shoe Co., Newburyport, Mass 
Ault-Williamson Shoe Co., Auburn, Me.... 
Bancroft, Walker Co., Haverhill, Mass... .. 
Bates, A. J., Co., Webster, Mass 

Berlow, Elias, New York City 

Berry, A. H., Shoe Co., Portland, Me 
Bluestein Bros., Boston. 

Blum Shoe Mfg. Dansville, N. 

Bradley & Metealt Co., Milwaukee, Wis.. 
Cambridge Rubber Co., aueete fe, Mass. 
Central Shoe Co., Kansas —~ 


Concord Shoe Co., New York City 

Cotter Shoe Co., "Lynn, OSS a 

Dalton Co., Brockton, Mass. . 

Diamond Shoe Co., New York City 

Dodge, Nat. D., Shoe Co., Newburyport, 
Mass 

Duane Shoe Co., New York City 

Duttenhofer, Val, Sons Co., The, C verperer 
Ohio ; 

Eaton, ‘Chas. A., ‘Co., Brockton, Mass. 

Edmonds Shoe Co., Milwaukee 

Edwards Co., J., Philadelphia 

Elam, F. S. Shoe C So., Rochester, 

Emery & Marshall Co., Haverhill, Mass. 

Evans Sons Co., L. B., Wakefield, Mass. 

E-Z Walk Mfg. Co. New York City 

Firestone Tire & Rubber Co., Akron, O.... 

Freeland, H. H., Rochester, N. 

Goodger, W. a Rochester, N. Y ll 

Goodrich, B. F., ‘Rubber Co., Akron, O. .3rd Cover 

Graham- Bumgarner C o., Parkersburg, W.Va. 100 

Grover's Sons, J. J., Lynn, M 106 

Hagerstown Shee & Legging Co., 
town, Md 

Harney Shoe Co., P. J., Lynn, Mass 

Harrison, Geo. E. . Shoe ea. Chicago 

Harsh & Chapline Shoe Co., Milwaukee... . 

Holmes, W. T., & Co., New York City 

Ideal Vogue Shoe Co., Haverhill, Mass... .. 

Johnson Bros. Shoe Co., Hallowell, Me...... 

Johnston & Murphy, Newark, N.J 

Juvenile Shoe Corporation of America, The 
OS RPE EES free Front Cover 

Julian & Kokenge Co., Cincinnati, O 2-6: 

Kalt-Zimmers Shoe Mfg. Co., Milwaukee 

Keith, P. B., Shoe Co., Brockton, Mass. . 

Kelly- "Buckley Co., Broc kton, Mass 

Kelley, John, Inc., "Rochester, N. Y 

Kleine, Henry, & Co., Chicago. . . 
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